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SKILL plus EXPERIENCE 


Why you have better Hackney Cylinders 


There’s unexcelled skill at Pressed Steel Tank Company! 

































Skill in modern manufacturing! You'll find huge presses, 
smooth-flowing production lines, exhaustive testing ma- 
An enidon Mee, chinery—all manned by highly skilled workmen. 
: d Skill in engineering! In the engineering department you'll 
OF 68 Pree find Pressed Steel Tank Company engineers constantly 
to displa ~ lh digesting information from the field—constantly working 
ve — to design even better Hackney Cylinders. 
And behind this skill is experience! A vast fund of design and 
We've clad we’ eneened manufacturing knowledge of compressed gas cylinders has 
ere Riad We Ve SUPPOrre been gathered over a period of more than forty-five years. 
the National LP-Gas Pro- . P y y 
motional Program right Add this skill and experience together. The result is a | 
from the start. It has helped Hackney Cylinder preferred by LP-Gas dealers and distribu- 
everybody in the industry— tors over all other cylinders by more than 2 to 1! ] 
built sales for everyone. It’s 
growing every day—and we Hi J, 
Pape eee > containers for gases, liquids and solids IeECE x 
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ousands of Hackney Cylinders: 
have gone into service 


Throughout the LP-Gas industry no cylinder is as well known 

or as popular as the Hackney Cylinder. This popularity is extended to the 
complete line manufactured by Pressed Steel Tank Company—from 
small 1 lb. industrial type cylinders to 420 Ib. giants. 


Front Row: 


Model RC-204-—-a 20 Ib. capacity cylinder 
employed for temporary installations, special 
peep demonstrations, etc. 

de! PC-204—another 20 Ib. cylinder; used 
ioe industrial applications, demonstration 
purposes, small domestic installations, trail- 
ers, cottages. 
Model CC-20A—A 20 Ib. cylinder for small 
domestic installations. All 20 Ib. cylinders are 
12” L.D. x 14” high (excluding height of col- 
lar or cap.) 
Middle Row: 
Model RC-60A—12"” LD. by 384%” high 
(without cap). Can be charged with 60 Ibs. 
Propane or 72 Ibs. Butane. 
Model RC-IO0A—1444" LD. by 43%” high 
(without cap). Can be charged with 100 Ibs. 
Propane or 119 Ibs. Butane. 
Model PC-l00A—Identical with Model RC- 
100A but with permanent collar. 
Vode! RC-40A—12” LD. by 26%” high. 





(without cap). Can be charged with 40 Ibs. 
Propane or 48 lbs. Butane. 

Rear Row: 

Mode! RH-3004—24” LD. by 50” high (ex- 
cluding hood ). Can be charged with 300 Ibs. 
Propane or 357 Ibs. Butane. 

Model PC-420A—29" I.D. by 4834” high (ex- 
cluding collar). Can be charged with 420 lbs. 
Propane or 500 Ibs. Butane. 

Model PC.200A—18%4" LD. by 4134” high 
(excluding collar). Can be charged with 200 
Ibs. Propane or 239 Ibs. Butane. 


-Model PC-250A—22"” I.D. by 48%” high 


(excluding collar). Can be charged with 250 
Ibs. Abpye or 298 Ibs. Butane. 

Model PC-JSQA—18%" LD. by 41%” high 
jinn collar). Can be charged with 150 
Ibs. Propane or 179 Ibs. Butane. 

Many other intermediate sizes available. 
Write for full details on Hackney LP-Gas 
Cylinders. 
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Gentlemen: 


What compound is used for spark- 
proofing concrete? 

Is black steel pipe satisfactory for 
underground lines for propane vapor 
not over 20 lbs. if it is covered with 
asphalt? Is galvanized O.K.? 

J.W.T. 
North Dakota 


We have inquired of a number of LP-Gas 
distributors, architects, and contractors and 
none of them has ever come in contact with 
this. 


It is pretty hard to prepare any surface 
which would be spark-proof. It is easy for 
friction to create a spark even on a surface 
much smoother than concrete. 

Both black and galvanized pipe are satis- 
factory for underground LP-Gas lines when 
covered with asphalt or any other corrosion- 
resistant material.—Ed. 


. 
Gentlemen: 


One propane gas company here is 
delivering gas in quantities of 100 to 
1000 gallons—the size of the tanks, 
and all the gas delivered to the do- 
mestic consumer is gauged by a me- 
ter. The other company is filling the 
same sized tanks on the percentage 
basis and does not have a meter. 

The temperature in Oklahoma var- 
ies as much as 60 degrees in 24 
hours. Which way do you consider 
the proper way to deliver gas in 
order to give the customer the more 
correct measurement of the amount 
of gas he is buying? 

G.M.H. 
Oklahoma 


We interpret your letter to mean that the 
first company uses a liquid meter on his 
truck to measure the fuel as it is delivered 
to the consumer tank; and the second com- 
pany gauges the consumer’s tank with the 
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liquid level gauge on the tank, then fills the 
tank and again gauges the contents, after 
which the quantity delivered is determined 
from the difference in the two readings. 

Unless the temperature of the liquid deliv- 
ered to the consumer tank is determined and 
a correction made, both methods of delivery 
will be affected equally by the variations in 
temperature. 

If the meter has been installed properly 
so no vapor can pass through it and if it is 
periodically tested for accuracy of measure- 
ment, we would expect it to provide a more 
exact determination of the fuel delivered to 
the customer than the gauging method.—Ed. 


e 
Gentlemen: 


We believe that a gallon of butane 
gas, at our altitude and temperatures 
should develop at least forty cubic 
feet of gas. 

I am advised that the local gas 
company uses a vaporizer in trans- 
ferring gallons to cubic feet; our 
altitude is about 7650 feet; the gas 
lines are below frost, but the meters 
are exposed so that the temperature 
at the meter would have a variation 
from high temperatures in the day 
to low temperatures at night. I 
should like to know how often meters 
should be proven. 

Colorado 

Since gas volume varies in accordance with 
pressure and temperature, a definite tempera- 
ture and pressure must be stipulated when 
defining a cubic foot of gaseous fluid. 

“A standard cubic foot of gas is that quan- 


tity of gas, saturated with water vapor, which 
at a temperature of 60°F and a pressure of 





@ BUTANE-PROPANE News welcomes letters 
from our readers, but it must be understood 
that’ this magazine does not necessarily con- 
cur in opinions expressed by them.—Editor. 
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Chemical 
Symbol 





Hydrocarbon 






Lbs. per 
Gal Liquid 
@ 60°F °F 





Boiling 
Point @ 60°F & 


14.7 psi 


@ 60°F & 
11.06 psi 












Normal butane ........... C,H, 
Teo-Butane «0.055 .ccccsees C,H, 
Propane ...2.5 sseccess C,H, 


4.86 31.1 31.79 43.34 
4.69 +10.9 30.65 40.82 
4.23 —43.8 36.45 48.55 














































30 inches of mercury, occupies 1 cubic foot. 
(Temperature of mercury = 32°F).” 

What is termed “The low-pressure-delivery 
cubic foot” is as follows: 

“When gas is delivered to a consumer at 
low pressure (less than %4-lb. per square inch 
gauge), and no definite unit of measurement 
is specified by contract, the unit of measure- 
ment is that quantity of gas which occupies 
one cubic foot under the temperature and 
pressure conditions existing at the meter.”’ 

Altitude has the effect of decreasing pressure 
and at 7650 feet elevation, the atmospheric 
pressure will be approximately 11.06 lb. per 
square inch absolute (22.51” mercury column) 
instead of 14.73 Ib. per square inch absolute 
which is equivalent to the 30” of mercury 
used in the definition of a standard cubic 
foot. 

Nearly all butane-propane gases contain all 
three of the following hydro-carbons in vary- 
ing proportions depending on the supply. Com- 
mercial propane may contain 5 to 10% of 
the butanes. The commercial products may 
contain small percentages of ethane and pen- 
tane also. Following is some pertinent data 
on these three hydrocarbons including the 
number of cubic feet of gas which will be 
formed from a yallon of liquid under the 
standard conditions set forth above and also 
when measured at 60°F and 7650-foot ele- 
vations. 

The requirements for proving meters vary 
in different localities and for different gases. 
There is a law in California which requires 
meters to be proven at least once in eight 
years. Meters handling LP-Gases should be ap- 
proved for use with these gases, since LP-Gas 
has a tendency to dry and/or destroy certain 
diaphragm materials used in meters for other 
types of gas.—Ed. 


« 
Gentlemen: 

In unloading a tank car of propane, 
after removing all the liquid from 
the car, would it be an advantage to 
pump the vapor from the tank car 
through the bottom opening of our 
storage tank and allow the vapors to 
be absorbed by the liquid? In doing 
such we would have to change piping 
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on our bulk storage because at the 
present we are unloading both liquid 
and vapor into the top of the storage 
tank. 

If a saving can be made I would 
like to do it. 

V.G.M. 

Michigan 


When the vapors are compressed, they are 
heated and they will not condense in the stor- 
age vessel until they cool. Therefore, the pres- 
sure in the storage tank tends to build up. This 
in turn reduces the rate of transfer and in- 
creases the power required to operate the com- 
pressor or vapor pump. If these vapors are 
bubbled through the liquid, the heat is absorbed 
by the large volume of liquid and the vapors 
are condensed. The heat absorbed by the liquid 
tends to raise the temperature slightly and also 
the pressure but not as much as it will if the 
vapors are pumped directly into the vapor 
space. 

It is not necessary to pump directly into the 
bottom opening of the tank. Any connection 
which terminates at or near the bottom of the 
tank such as the liquid withdrawal line will 
suffice. Care must be exercised in arranging 
the valves and piping, however, so that liquid 
cannot reach the inlet of the compressor where 
it might enter the compressor and damage it. 
It is suggested that a check valve be inserted 
in any line which connects the compressor or 
vapor pump with the liquid space in the stor- 
age vessel.—Ed. 


* 
Gentlemen: 

I have converted my car to pro- 
pane fuel. It is a 1949 Packard with 
a 125 h.p. engine. I only get 9 miles 
per gallon and have had considerable 
loss of power. On a long pull, the 
car coughs back into the carburetor 
with such force that it split the air 
cleaner. It does not do this on gaso- 
line. 

I would like to know how much I 
can raise the compression and to 
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have your advice as to how to do 

that. Do you know any correction 

for the backing into the carburetor? 
G.T.C. 






Illinois 


In regard to the conversion of your auto- 
mobile, your Packard is popping back in the 
manifold for the same reason that engines pop 
back on gasoline—your wide-open throttle mix- 
ture is too lean to burn at the proper speed. 
You should correct this at once to avoid burned 
valves. 

As you do not give any installation details, 
we can only guess at the possible cause, but 
somewhere in your fuel system you will find 
something that prevents the delivery of suffi- 
cient fuel to make the proper power mixture. 
It could be a flattened fuel line between the 
tank and the regulator, clogged fuel filter, 
regulator mounted above the level of the radi- 
ator tap, or a stuck economizer in the carbu- 
retor. Or, if you are trying to operate on tank 
vapors instead of using a liquid withdrawal 
system in this cold weather, it could be insuffi- 
ecient tank capacity. 

Correcting your fuel supply problem should 
increase both power and economy. Raising the 
compression ratio by planing or milling 1/16- 
inch off the head will give a further improve- 
ment, and if you have not already done so, 
cutting off the manifold heat will give further 
gains.— Ed. 

e 


Gentlemen: 


We have received numerous _in- 
quiries as to whether the use of LP- 
Gas in a home would be the cause of 
articles of clothing becoming faded; 
more especially the color blue. 

If the above is possible, won’t you 
please advise us with respect as to 
why this fading would take place? 

E.A.B. 
North Carolina 

We do not know of any reason why the 
use of LP-Gas in a home would be the cause 
of articles of clothing becoming faded. The 
products of combustion are the same as for 
any other fuel. If, however, previous fuels 


such as wood, coal and oil were used they 
were burned in vented appliances. 


LP-Gas, if used in an unvented heater, will, 
of course, discharge the products of combus- 
tion into the house. These products carry 
up to 15% moisture and it is possible the 
moisture could have some effect. However, 
with vented heaters, we see no reason why 
LP-Gas should cause fading.—Ed. 
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Gentlemen: 


We are in the process of installing 
gas for a bank building that will 
carry a maximum load of 2,100,000 
Btu per hour. We would like to have 
your advice and recommendation on 
the proper hook-up of the gas system. 
We plan to use two 1000-gallon un- 
derground tanks, manifolded together 
and the main line will be 3 in. inside 
diameter running for approximately 
30 ft., and branching off in 2-in. pipe 
to a 1,400,000 Btu boiler and a 
150,000 Btu water heater. Another 
pipe branching off at the same point 
will be 1%-in. pipe which will supply 
the balance of the load. 

The 1%-in. pipe continues on to 
supply commercial ranges and water 
heaters in the kitchen and reduces 
down to %-in. line to supply doctors 
and dentists offices with Bunsen bur- 
ners. The %-in. pipe is the smallest 
pipe used in the building. 

What would you recommend we 
should use for regulating equipment 
and the manner in which it should 
be connected to the tanks and from 
the tanks to the 3-in. main, which 
would run out to the location of the 
tanks. Our gas has a rating of ap- 
proximately 3000 Btu per cu. ft. 

G.F.C. 
Florida 

It is recommended that the vapor outlet 
valves on the two tanks be manifolded to a 
common header before the regulator, or regu- 
lators if more than one is used. The tanks 


will operate as a single unit when connected 
in this manner. 


We do not know the type and make of 
regulator which you use, but you can easily 
select the proper regulator by referring to 
the manufacturer’s regulator flow charts. If 
your supplier does not have a regulator large 
enough to handle 700 ft. of butane per hour, 
it may be necessary to manifold two of them 
from the common supply header between the 
two tanks to the line which serves the bank. 
They-should be the same size and make regu- 
lator and set to deliver fuel at the same 
pressure.—Ed. 
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A POtTaee fine example of the ex- 
cellent results which may be ob- 
tained through the cooperation of 
LP-Gas dealers with natural gas util- 
ity companies may be found in the 
story of the Central Pennsylvania 
Builders’ Show, printed elsewhere in 
this issue. 

The co-sponsorship of cooking 
classes, regardless of how small the 
consumer area, will always draw a 
much larger attendance than _indi- 
vidual presentations, by virtue of the 
greater cross section of population 
the industries may reach. We believe 
that the Central Pennsylvania story 
is one in which the gas utility com- 
pany in your area will be interested. 

rs 


In the March issue of Texas Butane 
News Claude D. Ribble, president of 
the Texas Butane Dealers Assn., set 
forth a plan for the LP-Gas industry 
as the nation enters a period in which 
he believes war-like conditions will 
exist. 

The salient features of Mr. Ribble’s 
pertinent editorial follow: 

We must prepare ourse!ves for a very long 
period of war-like (not war-time) conditions. 

During this period we should make all pos- 
sible efforts to hold our customers ... we 
must treasure every customer and go to ex- 
treme lengths to keep him pleased and satisfied. 

Although we may not be able to serve them, 
we should not let down for a minute in our 
contacts with potential new customers. 

All through World War II the electric in- 
dustry continued to woo the potential market 
even though it was unable to expand. We did 
not maintain our contacts with this potential 
market and, when condition returned to nor- 
mal, a great many of those customers we 
should have had were taken by our competitor. 
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We must plan and prepare for a rush of 
new business when normal conditions return. 


We must not let down in our public relations 
efforts. We must think and plan as if nor- 
maley was just around the corner. 


We will feel controls and restrictions. We 
expect them. But they can be bearable and we 
can make them so. 


If we stand firm, if we plan and act logic- 
ally, if we keep calm and look ahead to the 
tomorrow that must eventually come; if we 
cling together in common cause we will come 
through. 

e 

The LI’-Gas dealer is in the same 
position as the utility company. He 
provides a basic service to the home 
«nd he must assume the responsibility 
his position entails. 

He should assume that his custo- 
mers know nothing of their new LP- 
Gas installations and appliances and 
he should educate them to proper use 
at the outset. 

He should generate confidence in 
the product and still show them to 
use it with respect. The customer is 
generally more uncertain about him- 
self than he is about his new serv- 
ants, LP-Gas appliances. Reassurance 
and explanation of the function of his 
installation are called for. 

If a service call indicates there is 
any real cause for immediate atten- 
tion, the dealer must go, come hail 
or storm at midnight. It is through 
complete reliability and the practice 
of understanding that the dealer 
establishes himself as a responsible 
member of the community. 

8 

Gas appliance buyers benefit from 
“the most widespread program of 
industry regulation in consumers’ in- 
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terest on the North American conti- 
nent” when they purchase an AGA- 
approved appliance. That’s what 
Howard B. Noyes, vice president of 
Washington (D.C.) Gas Light Co., 
told delegates to an American Stand- 
ards Assn. conference in New York 
recently. 

Mr. Noyes pointed out that 95% 
of all gas appliance manufacturers 
are constructing their products to 
conform with American Gas Assn. 
quality and safety requirements, and 
that 30,000 different types of certified 
gas appliances are now available to 
consumers. This high standard of 
quality is due to the vigilant atten- 
tion of keeping the level high by the 
Approval Requirements Committee of 
the American Standards Assn., and 
by various interest groups—LP-Gas 
associations, American Home Eco- 
nomics Assn., U. S. Bureau of Human 
Nutrition, National Board of Fire 
Underwriters, etc., Mr. Noyes said. 

Furthermore, Gasman Noyes _ re- 
ported, today’s modern gas range, 
with thermostatic control and auto- 
matic burner ignition can be pur- 
chased for about the same price as 
was a similarly sized model of 25 
years ago, which had none of the 
modern features. 

& 


The LP-Gas industry is now 
launched upon a highly competitive 
program with other fuels. This is 
the result of the pioneering spirit 
and progressive outlook of its lead- 
ers, from the producing plant to the 
dealer. It is also due to the faith of 
the appliance manufacturer, the man 
who has spent hundreds of thousands 





of dollars in research and engineer- 
ing, laying the groundwork for the 
production of today’s wide selection 
of household appliances. 

Quantity sales and craftsmanlike 
installations are not only capturing 
the regional market, but gaining gen- 
eral public acceptance. 

The wide variety of attractive, 
automatic and completely safe units, 
appealing to the individual taste and 
adaptable to every domestic and com- 
mercial job provide the opportunity 
to sell appliances and fuel on a uni- 
fied basis that will have gas perform- 
ing every domestic job. 

From now on you won’t be selling 
strictly specialized service and equip- 
ment. The field has been pioneered. 
You are also selling more than single 
appliances. You’re selling pushbutton 
life—beyond the mains. 

So sell ’em “unification.” 

© 

A New York Times business writer 
draws attention to the increase in 
“packaged” home sales in which the 
builder includes a variety of house- 
hold appliances in the purchase of 
new homes. In a typical instance in 
Ohio, through the enterprise of an 
electric salesman, 500 homes each will 
have an automatic washer, electric 
clothes drier, electric range, electric 
refrigerator, electric garbage disposal 
unit, and kitchen ventilating fan. 

Don’t forget, though, that you also 
can sell a packaged job, the way it 
was done in the outskirts of Rich- 
mond, Virginia, in a 526 apartment 
unit. There LP-Gas for house heating, 
water heating, cooking and refrigera- 
tion provides comfort with economy. 
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Custom-Built Quality Products in Quantity 


Q8 vears IN PENNSYLVANIA‘S CAPITAL 
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NEW PRODUCTS 


HANDLEY-BROWN OFFERS TWO NEW PRODUCTS 


Now included in production is the new model 
fuel door conversion burner for LP-Gas, recently 
announced by Handley-Brown Heater Company, 
Jackson, Michigan. This burner is designed and 
built for use with LP-Gas. 





Handley-Browns new model {3FD-10-IL 
Fuel Door Conversion Burner for LP-Gas. 


Designed to give maximum efficiency at all inputs, 
the Handley-Brown Fuel Door Burner has a_ wide 
range of inputs; 60,000 to 150,000 B.T.U.’s for 
LP gas. Without using flame spreaders, the 
Handley-Brown ‘‘Inferno’’ Burner head speeds the 
heat directly to the heating surfaces, Fits over 
oil or stoker installations without removing or 
changing them. Equipped with thermicouple-type 
pilot. Easy to service, as all parts are quickly 
reached or entire Burner can be removed in less 
than ten minutes. Fits furnaces, boilers, Com- 
pletely automatic, Write for details. 


Smashing all previous records with LP dealers all over the country. 


The HB table top heater, 30 
gallon capacity for LP gas is 
built to standard kitchen cab- 
inet dimensions (36’’ high x 
24" wide x 25’’ deep). Sup- 
plies all the hot water needed 
in an average home. Real 
economy. Real efficiency. It’s 
beautiful, too—Baked white 
enamel finished with porcelain 
top. 














LP-Gas Division 





Production of a whole new line of fast recovery 
water heaters was also announced by the Handley- 
Brown firm, Built in 20, 30 and 45 gallon models, 
the new Handley-Brown Speedmaster water heaters 


masters (the deluxe models) and the Standard 
Speedmasters (the low 
models are equipped with NAX HIGH TENSILE 
STEEL TANKS for life-time service. Equipped 
with new UNIFLAME ‘“‘life-time’’ burner, Write 
for information. 





Stop at Booth 146 The LPGA Trade Show, Stevens Hotel, Chi- 
cago, May 7-10 and let us tell you the profit features of our 
products for dealers, distributors and jobbers. 


HANDLEY—BROWN 


NEW WATER HEATERS 











furnished in two series—the Imperial Speed- 


priced line). Imperial 


Controlled Gas 
Bills 


At right is the famed 
Handley - Brown ‘“U” 
tube LP water heater— 
heat passes through wa- 
ter twice—real economy. 
Heavily insulated. Lowest { 
operating cost of any ; 
heater on market. Inves- 
tigate NOW. 











HEATER COMPANY 


Jackson, Michigan 
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ATTLE lines are now drawn sur- 


rounding the secretary of the 
treasury’s recommendation that excise 
taxes on gas, electric and oil appli- 
ances be increased 150%. 

Walter F. Muhlbach, president of 
the Institute of Cooking and Heating 
Appliance Manufacturers and director 
of research of Florence Stove Co., has 
forwarded to Congress a statement 
setting forth the Institute’s objec- 
tions to the proposed 25% excise tax 
on appliances. 

In addition, Mr. Muhlbach requests 
the repeal of the existing 10% excise 
tax on such goods on the grounds 
that it is discriminatory—since it is 
not levied on all manufactured con- 
sumer goods. 

He suggests that an “Emergency 
Tax” be levied on all manufactured 
consumer goods, sufficient to raise the 
needed revenue, but at the lowest 
possible rate and thus spreading the 
burden more broadly and equitably. 


Wage, Salary Increase Forms 


Printed forms for reporting wage 
and salary increases under General 
Wage Regulation 6, along with in- 
structions for completing the forms, 
have been released by the Wage Sta- 
bilization Board. 
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The blank forms, which must be 
filled out and sent in for every in- 
crease that falls in the classifications 
covered by the wage regulation, are 
available in quantity at all of the 
50 regional and district offices of 
the Wage and Hour Division, U. S. 
Dept. of Labor, currently acting as 
field offices for the Wage Stabiliza- 
tion Board. 


Use Most Abundant Fuel 


In a move to insure the most 
effective use of available fuel sup- 
plies, the Munitions Board, Depart- 
ment of Defense, has asked the 
Army, Navy, and Air Force to re- 
quire that all military installations 
and industrial facilities under mili- 
tary sponsorship use the type of 
tuel most abundant in their localities. 

A policy memorandum sent to the 
three services pointed out that coal 
generally is the most easily available 
fuel, except in the West Coast states, 
and it should be used as a rule. Nat- 
ural gas was rated next in prefer- 
ence, and oil third. 

Use of liquefied petroleum gases 
should be limited to areas where 
transportation is no problem, the 
Munitions Board declared. Butane, it 
said, is required for the synthetic 
rubber program and for certain high 
octane gasolines. Propane is _ still 
evailable, but the shortage of pres- 
sure tank cars is delaying deliveries 
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and this condition is not expected 
to improve. 

Where installations have equip- 
ment which can use more than one 
fuel, the board stated, arrangements 
should be made to burn the fuel most 
readily available in the area, with 
preference to coal, natural gas and 
fuel oil, in that order. 

The program is aimed at giving 
maximum support to the overall de- 
fense effort and reducing the possi- 
bilities of fuel procurement difficul- 
ties. It also envisages the increased 
availability of liquid fuels for com- 
bat forces. 


New Pricing Form 


A new form of pricing—Ceiling 
Price Regulation 17—for gasolines, 
naphthas, fuel oils and liquefied petro- 
leum gases has been announced, ef- 
fective April 5, by the Office of Price 
Stabilization, replacing the old Gen- 
eral Price Ceiling Regulation that 
has been in effect since Jan. 25. 

The new regulation covers sales 
at all distribution levels, except serv- 
ice station sales at retail. But thus 
removing these products from the 
General Ceiling Price Regulation— 
which, in effect, was a “freeze” on 
price, instead of allowing any kind 
of flexibility, OPS declared that it 
has provided the liquefied petroleum 
gas and related industries “with 
pricing methods which conform, with- 
in the framework of general price 
controls, to customary practices in 
the industry.” 

Certain sales or exchanges are ex- 
cluded from the coverage .f the reg- 
ulation. Sales betweer affiliated cor- 
porations and exchanges of petroleum 
products between refiners or other 
petroleum sellers are exciuded. 

The new regulation establishes a 
seller’s ceiling price for a petroleum 
product at the highest price charged 
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by him to a purchaser of the same 
class for a product during the period 
Dec. 19, 1950, to Jan. 25, 1951, in- 
clusive‘ Where a seller has no price 
based upon an actual sale during the 
base period, his ceiling price is pred- 
icated upon his highest offering price 
during the base period to a purchaser 
of the same class. 

The regulation makes provision for 
upward adjustment of individual sel- 
ler’s prices: 

1. Where a seller’s ceiling price 
is inconsistent with his customary 
price practice or ceiling prices are 
not in their customary relationship 
to other prices in his market area 
due to temporary conditions; 

2. Where a_ seller demonstrates 
that an existing ceiling price threat- 
ens a local shortage in the supply of 
a petroleum product, and such short- 
age can be alleviated consistent with 
the purposes of the Defense Produc- 
tion Act of 1950, and 

3. In connection with government 
contracts, where a seller believes that 
his ceiling price impedes the defense 
program. 

Complete copy of the new regula- 
tion—CPR 17—may be obtained from 
OPS, Washington, 25, D.C. 











Materials Division Offers Help 


Secretary Chapman has announced 
that, although formal priorities as- 
sistance authorized under NPA Order 
M-46 is now limited to MRO (main- 
tenance, repair and operating) ma- 
terials and oil-country tubular goods, 
PAD’s Materials Division is prepared 
to give informal assistance in urgent 
cases. Individuals or firms in urgent 
need of assistance should write, wire, 
or call by telephone Frank A. Watts, 
director of the Materials Division, 
PAD, Washington, 25, D.C., or chiefs 
of branches dealing with the partic- 
ular items involved. 
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Gas Has The Selling Edge! 


eiescoiagee petroleum gas appliances are the practical answer 
to big commercial and household demands for comfort, effi- 
ciency, and smooth, uninterrupted service beyond the mains. 

There is only one fuel that accomplishes the operational uni- 
fication of heating, cooking, water heating, refrigerating, baking, 
deep-fat frying, clothes drying, and incinerating appliances. 
That fuel is LP-Gas. 

The inflexibility of other fuels gives LP-Gas the selling edge. 
In each of the appliance fields this fuel provides hot competition 
for electricity, oil, coal, and wood. It is not enough, however, to 
sell one appliance to a home or restaurant—not enough if you 
would hold the load for gas. But when a range-only customer 
is sold an automatic gas water heater, for instance, the position 
of LP-Gas becomes impregnable in terms of the user's investment 
and the superior, economical performance of the units involved. 
As each additional appliance is added, the dealer's profit in- 
creases and industry reputation advances. 

In view of rising costs, the overcast of vital material shortages, 
and high-geared competitive propaganda, dealers may well 
stop and do some old-fashioned thinking, consider the strength 
and weakness of their business practices, and take off from there 
to a new prosperity. 

The editors believe the industry's weakest line of defense is 
the single-appliance user. Make it a point of attack! Make an 
on-the-spot check of your old customers’ appliances — sell 
adequate replacements — but bear down on the second appli- 
ance. The second-appliance user is a believer. The third-appli- 
ance user is an enthusiastic salesman! 

The wide choice of attractive, automatic and completely safe 
units available provides the opportunity. The competition cannot 
match them in performance and year-round service. 

The competition can't match them in sales! 

—EDITOR 
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N the field of baking and roasting 

ovens, although the LP-Gas deal- 
er may occasionally run into a job 
in which a mechanical (revolving 
tray or rotary) oven is desirable, 
in the main he will find his market 
in two types of ovens—the cabinet 
and the sectionally-fired. 

The cabinet oven generally con- 
sists of four baking decks heated 
by one set of burners and with one 
heat control. It is made by a num- 
ber of manufacturers :nd usually 
is offered in two deck sizes to ac- 
commodate either one or two 18” 
x 26” standard sheet pans. Several 
manufacturers also produce this 
unit as a roast oven or a roaster- 
baker combination. This is accom- 
plished by substituting one or two 
large roasting doors for each two 
standard baking doors and pro- 
vides a roasting compartment ap- 
proximately 14” high. 

The cabinet oven is considered 
obsolete for two reasons: First, 
with only a single heat control and 
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BAKE OVENS 
Help Feed the Mass Market 





By Paul C. Grimes 
Sales Manager, The G. S. Blodgett Co., Inc., Burlington, Vermont 


a single source of heat, all four 
decks must be operated at the same 
temperature, thus permitting no 
flexibility; and second, the diffi- 
culty of obtaining closely uniform 
heat distribution when four decks 
are heated by one set of burners 
requires the baker to frequently 
check his goods and to shift pans 
to attain uniformity of product. 
This is a direct addition to labor 
costs. 

However, due to the low selling 
price of the cabinet oven, it is 
still in demand, particularly by 
small operators and owners of 
camps and resorts which are open 
only a few months a year and who 
wish to keep their equipment in- 
vestment at a minimum. 

The sectionally-fired oven is truly 
a modern kitchen tool. Each sec- 
tion is actually an independent unit 
with a burner and heat control for 
each baking or roasting deck. One 
manufacturer offers in addition a 
section with a burner and control 
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for each two baking decks. Every 
manufacturer constructs his units 
so that one section fits on top of 
another, and so provides for addi- 


tion of sections whenever increased 
business calls for greater produc- 
tive capacity. 

This type of oven is more stur- 
dily constructed and more heavily 
insulated than the cabinet oven 


and the individual burner and 
thermostat offers accurate temper- 
ature control and uniform distri- 
bution of heat over the entire 


The cooking bank (above) with one stock 

kettle handles 25,000 meals monthly. Equip- 

ment shown consists of Blodgett oven; two 

solid-top skeleton ranges, with one open 

burner extension between .them, and one 
salamander broiler. 
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Hospitals 


baking deck. The baker can load 
his oven and forget about it until 
the baking time is up, freeing him 
to devote his entire attention to 
the other aspects of his work. 

It is well and necessary to know 
about the technical aspects of a 
bake oven so that you can answer 
questions by potential users. De- 
tails of this nature are fully cov- 
ered in manufacturers’ catalogs, 
specification sheets and literature. 
However, all the technical knowl- 
edge in the world is useless until 
a customer has been convinced 
that a bake oven is something he 
should have and something that 
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... Bakeries 


will represent a profitable invest- 
ment to him. 

Let us examine for a minute 
what a baker, restaurateur, or ho- 
tel man, or the manager of the 
food department of a hospital or 
institution, is thinking about. In 
the case of the commercial oper- 
ator, it is first how to increase 
sales by increasing the total num- 
ber of patrons and the dollar aver- 
age of unit sales or cutting costs 
through labor savings or space 
savings or savings on material by 
elimination of waste and spoilage. 
These taken individually or collec- 
tively are all really the same thing. 
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They all produce extra profits at 
the end of the year. 

The institutional manager, al- 
though he does not Have the profit 
motive as such, is concerned with 
serving the highest quality and 
the most nutritious food that his 
budget will permit and is also in- 
terested in cutting costs in the 
same manner as the commercial 
operator. Let us then examine cer- 
tain specific markets open to the 
LP-Gas dealer. 

It has been the experience of 
the writer that in many towns 
served by the LP-Gas industry, 
there still exist in retail bake shops 
a substantial number of  old- 


Above: Typical bakery operation showing sec- 
tionally-fired bake ovens with four separate 
heat controls. 
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You Have A Market 


Where America Dines 


HE LP-Gas industry has made 

great forward strides in the 
past 10 years but still greater op- 
portunities of progress lie in the 
rich field of commercial feeding in 
which only the surface has been 
scratched. It has been estimatea 
that there are 210,000 mass feed- 
ing establishments located in areas 
served by LP-Gas and this figure 
does not take into consideration 
many additional eating places on 
the fringes of large urban centers 
and which depend on LP-Gas for their fuel. 

This market is composed of restaurants, hotels, hospitals, 
schools, bake shops, camps, food processors, all types of public 
and private institutions and many others—in short, any place 
that cooks or bakes foods for service to the public, either for 
consumption on or off the premises, whether for profit or not. 

One commercial installation equals a sizable number of do- 
mestic units with, of course, a lower cost of distribution, service 
and billing. In addition to the profit from volume gas sales, the 
LP-Gas dealer has an opportunity for additional profits from 
the sale of appliances that go to make up a mass feeding estab- 
lishment. These include baking and roasting ovens, deep fat 
fryers, steamers, steam-jacketed kettles, ranges, broilers, gas 
toasters, utility stoves, food warming and holding equipment, 
coffee urns and equipment for water heating and space heating. 
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fashioned brick peel ovens which 
are being fired by either coal or 
oil. Due to their nature, these 
ovens are never allowed to com- 
pletely cool down and so consume 
sizable amounts of fuel. While the 
baker may be able to justify his 
fuel costs with a large volume of 
business during the height of the 
vacation season, during the off- 
season these costs tend to eat up 
his profits. 


Dealers Can Do Real Service 


Here, indeed, is a fertile field 
for the LP-Gas dealer to do a real 
service to the bake shop by re- 
placing this cumbersome and out- 
moded equipment with modern 
sectionally-fired gas ovens. By be- 
ing able to fire only the sections 
required for the business of the 
day, fuel bills will be kept to an 
absolute minimum, substantial 
savings will be made on floor 
space, employe fatigue will be 
greatly reduced by eliminating the 
need for use of the long wooden 
peel in loading and unloading the 
even; and in addition to these 
benefits, with multiple heat con- 
trols, the baker can simultaneously 
bake a variety of goods requiring 
different baking temperatures, 
which will insure a continual flow 
of varied and freshly-baked pro- 
ducts to his sales counters. His 
production can be closely aligned 
with the demand of his customers. 
These all add up to greater profits. 


In the retail bake shop, we are con- 
cerned with ovens solely for the pur- 
pose of baking. But, when we go into 
the field of the restaurant, hotel or 
institution, the uses of a sectionally- 
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fired oven are broadened to include 
not only baking but also roasting 
and general cookery. 


Baking-on-the-premises is a dis- 
tinct asset to any food operator. It 
allows close control of quality and 
the restaurant that does its own 
baking has a different and distinc- 
tive atmosphere. Delicious, freshly 
baked hot rolls add immeasurably 
to the pleasure of a meal and are 
a big factor in bringing customers 
back. 

Everyone is familiar with the 
gelatinous, unattractive looking 
commercial pies served by far too 
many of our restaurants. Although 
some customers eat these products, 
it is mainly to satisfy hunger and 
the restaurant will never be recom- 
mended for fine pies or desserts. 

Contrast this with the restaura- 
teur who features a wide selection 
of eye-appealing and appetite-ap- 
pealing, home-baked pies, cakes and 
pastries. The obvious quality of the 
dessert catches the eye of the cus- 
tomer and he often finds himself 
ordering some even though he had 
not planned on doing so. The des- 
sert, plus a good cup of coffee, is 
the last impression that the cus- 
tomer carries away from a res- 
taurant and if these two items have 
been good, he will not only return 
to that restaurant but will recom- 
mend it to his friends. 

Many restaurants have built a 
reputation on a specialty dessert 
which has become so well known 
that it becomes almost mandatory 
to order some when in that par- 
ticular place. 


Let us see what all this has to do 
with profits; first, home-baked des- 
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Baking ovens 
Roasting ovens 
Ranges 

Deep fat fryers 
Steamers 

Steam jacket kettles 


Commercial Gas Appliances 


Space heating units 


Water heaters 

Broilers 

Utility stoves 

Food warming equipment 
Coffee urns 

Toasters 











serts will greatly increase over-all 
sales and check averages; and second, 
they will create customer satisfaction 
which will cause patrons to return 
and to bring their friends, thus in- 
creasing the over-all volume of busi- 
ness. Both of these add up to in- 
creased profits. 


Many successful operators also 
augment their sales and profits by 
featuring their premise-baked 
goods to take out and frequently 
operate retail bakery counters 
doing a substantial volume of busi- 
ness. 

Some restaurant men will ex- 
plain their failure to do their own 
baking on the scarcity of trained 
bakers or will point out that the 
volume of baking which they would 
expect to do would not be sufficient 
to hire a full-time baker. To com- 
bat such arguments, it might be 
pointed out that a number of the 
country’s leading food processors 
today offer a wide variety of high 
quality pre-mixes which, with the 
simple addition of water or milk 
or sometimes yeast, turn out ex- 
cellent rolls, biscuits, muffins, cakes 
and even pies. Any of the existing 
kitchen help can follow the simple 
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instructions and give the restau- 
rant that distinctive touch pro- 
vided by quality premise-baked 
goods. 

However, the production of baked 
goods is only one function of the 
sectional oven in the restaurant. 
While not in use for baking, it 
can be kept busy producing fish, 
meat, poultry, macaroni, baked po- 
tatoes, casserole dishes of all kinds, 
profitable meat loaves, au gratin 
dishes, cup custards and a wide 
variety of puddings, to mention 
just a few items. Thus the oven 
can be kept busy all day long. 

In discussing the use of gas- 
fired, sectional roasting ovens, one 
erroneous impression should be 
corrected. A certain manufacturer 
of commercial cooking equipment 
designed for use with a competitive 
fuel has featured in his advertising 
those jobs in which his equipment 
has produced large savings by a 
substantial reduction of meat 
shrinkage. The inference to be 
drawn from these advertisements 
is that it was the fuel being util- 
ized which produced the savings 
claimed. This is not so. Numerous 
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tests made by leading authorities 
have all indicated that the fuel used 
for roasting is a matter of little or 
no consequence insofar as it affects 
shrinkage. In many of the tests, the 
advantage was slightly in favor of 
gas, particularly in those temper- 
ature ranges generally acknowl- 
edged to be best for meat roasting. 


Although many factors such as 
moisture content and fat content of 
the meat affect shrinkage, when we 
consider two identical pieces of meat, 
the only important factors are time, 
temperature and the capacity of the 
roasting equipment. 

In many cases, a restaurant or 
hotel does not provide roasting 
equipment of sufficient capacity to 
allow the chef to meet the produc- 
tion schedule called for by the 
menu. In order to make up for his 
lack of capacity, he invariably hur- 
ries his roasting by using a tem- 
perature of 500° or 550° and the 
resulting excessive shrinkage be- 
comes a highly costly item of ex- 
pense to the operator. 


Meat Shrinkage High 


Tests have indicated, for ex- 
ample, that certain cuts of beef 
roasted at 300° will have a shrink- 
age of approximately 10%. If the 
same meat is roasted at 450°, the 
shrinkage jumps to about 30%. To 
apply this to a restaurant which 
roasts an average of 75 pounds of 
meat per day, the 10% shrinkage, 
when roasting is done at 300°, 
would be 744 pounds. The 30% 
shrinkage produced at a tempera- 
ture of 450° would amount to 
22% pounds, or 15 pounds of ex- 
cess shrinkage per day. Assuming 
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Commercial baking and roasting 

installations offer dealers large 

profits through appliance sales, 

low distribution costs, and less 
service. 





that the meat costs 50 cents a 
pound, there is an unwarranted 
waste of $7.50 per day in that 
kitchen. For a week, there is a 
waste of $52.50. For an average 
month, there is a waste of more 
than $225. The year’s total waste 
is better than $2700. 


Right Oven Insures Saving 


The restaurant man should be 
most glad to purchase an additional 
sectionally-fired roast oven if it 
will increase his capacity so that 
he can roast at proper tempera- 
tures and be assured of saving 
such a sum in a single vear. If we 
assume that the oven is to cost him 
$450 and the price is to be amor- 
tized over a 10-year period, this 
breaks down to $45 a year, 12% 
cents per day, less than the cost of 
a package of cigarettes. 

For the purposes of this article, 
we shall group with institutions, 
summer camps and resort hotels of 
the less elaborate type, featuring 
the American Plan on which there 
is a limited number of menu selec- 
tions. In this field, is the broadest 
possible application of sectionally- 
fired roasting and baking ovens, 
in that the number of persons to 
be served is known in advance, the 
menu is limited in its choices and 
the chief concern of the kitchen 
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manager is to prepare the food in 
quantity with the least amount of 
labor and expense. 

The sectionally-fired oven is the 
ideal tool to accomplish these aims 
in that over and above preparing 
the delicious rolls, muffins, and 
desserts, it can be utilized at every 
meal for quantity production of a 
number of the menu items. For 
example, at breakfast it can be 
used for cooking the bacon or 
sausage, the preparation of shirred 
eggs and the production of scram- 
bled eggs en masse. At the noon 
and evening meal, it can be used 
to prepare the entire meal with the 
exception of soups, coffee and sal- 
ads. The meat dishes can be pre- 
pared in one section, while the 
others cook various potatoes and 
vegetable dishes and produce pud- 
dings and desserts. One 42” x 32” 
baking deck will produce 116 low 
cost casserole dishes in one batch. 


Suitable for Many Uses 

Similar large quantity produc- 
tion is easily accomplished with 
other food items. It is easily pos- 
sible for an institution to prepare 
70% of all the cooked food items 
in a sectional oven with a mini- 
mum expenditure for labor and a 
minimum of confusion in the 
kitchen. 

The market for sectionally-fired 
- ovens in the LP-Gas field is wide 
and offers a high potential profit 
both in increased gas load and 
profits on sale of equipment. The 
LP-Gas dealer will be benefiting 
both himself and his customer by 
vigorously going after this rich 
field. 


76 








Control Materials Plan July 1 


Manly Fleischmann, administrator 
of the National Production Author- 
ity, U. S. Department of Commerce, 
formally announced on April 13 that 
2 Controlled Materials Plan will be 
placed in operation July 1, for de- 
fense production and certain defense 
supporting activities vital to meet- 
ing rearmament needs. 

CMP is a plan, he said, by which 
the three basic metals—steel, copper, 
and aluminum—are alloted directly 
to producers on the basis of detailed 
requirements submitted in advance 
for the manufacture of goods which 
the government needs for the defense 
program. 

“CMP makes it possible to author- 
ize specific production schedules and 
make firm allotments of the three 
basic metals needed to meet, but not 
exceed, direct defense and defense 
supporting production and construc- 
tion goals—on time and in the proper 
quantities,” Mr. Fleischmann said. 

The first phase of the CMP opera- 
tion will be reporting to NPA by 
producers of their detailed require- 
ments for the basic materials on 
forms which will be sent to them in 
May. The second phase will be the 
allotment of the specific amounts of 
materials to producers starting July 
1, after determination by the De- 
fense Production Administration of 
the necessary production programs. 


Hal Fuller Joins 
New Mexico Firm 
Hal Fuller joined the staff of Fos- 
ter Butane, Inc., of Farmington, 
N. M., on Feb. 1. He was formerly 
co-owner of Liquid Gas Service in 
Barstow, Calif., with R. M. Bohn. 
Mr. Bohn has bought Mr. Fuller’s 
interests in the Barstow firm. 
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Three Basic Steps 


In Selling Commercial Appliances 


By Paul Inskeep 


Commercial Sales Manager, 


HE first important step toward 

more sales and bigger profits for 
the dealer who sells commercial 
cooking equip- 
ment beyond the 
gas mains is: 
Know Your 
Product! Know 
the specific cook- 
ing job each 
piece of equip- 
ment is de- 
signed to do— 
know its advan- 
tages and its 
limitations 
—know its 
capacity. 

No doubt this sounds very funda- 
mental, indeed almost elemental, 
but far too many dealers have 
missed important sales opportuni- 
ties simply because they could not 
tell a prospect what a particular 
piece of equipment could do for him. 

Such. basic information—simple 
as it may seem—is important to 
have at your finger tips whenever 
you are discussing a prospective 
customer’s needs. 

A manufacturer’s catalog is an 
excellent selling assistant that can 





PAUL INSKEEP 


MAY — 1951 





Detroit-Michigan Stove Co. 


supply you with detailed informa- 
tion of this kind at a moment’s 
notice. Keep it handy! 

The second basic step toward 
greater sales of commercial cook- 
ing equipment is: Know Your 
Customer’s Needs! Know how he 
prepares most of his food—know 
approximately how many meals he 
serves a day—and, of course, know 
the size and shape of his kitchen. 
Each customer has individual re- 
quirements and you must decide— 
considering both his needs and the 
price he can or will pay—what 
equipment will do the best job for 
him. Generally, however, and es- 
pecially in the case of smaller op- 
erations, there is a similarity to 
the needs of certain users. 

For example, a restaurant with a 
seating capacity of about 60 people 
might get by with a restaurant 
range and a deep fat fryer. How- 
ever, if the restaurant does much 
more than average broiling, the 
owner would be much better off (for 
only a few more dollars) with a 10- 
burner range that has two or more 
hot top sections, a deep fat fryer 
and a combination griddle-and- 
broiler. It is usually necessary to 
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point out, even to an experienced 


restaurant operator, that since 
steaks and chops are high profit 
items it would certainly pay him 
- to have ample broiling facilities. 

The very small diner or the 
counter restaurant may be able to 
. get by with a “dinette” range and 
a counter griddle. However, if you 
can show the owner how he can in- 
crease his business by adding a 
deep fat fryer, both of you will 
benefit. 

Clubs and churches are also good 
sales prospects in the small town. 
Generally, they require a 10-burner 
range with one or more hot top 
sections and two ovens. Most 
churches serve roasts and old fash- 
ioned dinners. With a large range 
the cooks will have ample oven ca- 


Know your product! Note the variety 
of models in one commercial line. 
In addition there are many possible 
hot-top, open-grate, and griddle com- 
binations. The dealer should build his 
selling argument around the pros- 
pect’s problem and the specialized 
equipment necessary to its solution. 
1. This restaurant range is designed 
for a medium cooking volume. 2. For 
a small cooking operation attractively 
finished for use in the sight of cus- 
tomers. 3. Broiler and griddle used 
as a separate unit when above-aver- 
age broiling capacity is required. 
4. The deep fat fryer is especially 
useful when extra frying capacity is 
needed. 5. The counter griddle serves 
small diners and for short orders in 
larger restaurants. 6. This 10-burner 
range is for clubs and churches. It 
has ample oven and hot-top capacity. 


- 
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pacity and sufficient hot top area 
to keep prepared food warm. 

It is usually wise to recommend 
rust-resistant porcelain enamel top 
grates to clubs and churches since 
they generally do not use their 
equipment daily. Usually, churches 
and clubs do not require griddles or 
fryers—except those which serve 
weekly meals. School cafeterias are 
becoming more and more prevalent. 
If in your town the schools serve 
meals, restaurant ranges will prob- 
ably be best. In some cases broilers 
and griddles may be used. 


Potential Unlimited 


In general, restaurant ranges, 
griddles and deep fat fryers are 
the largest selling items and their 
potential is almost unlimited. But 
in most cases you will have to go 
out and find the prospects. 

The third and final step to great- 
er profits is: Sell the proper equip- 
ment and service it regularly! Now 
your actual approach to the sale— 
after selecting the proper equip- 
ment to do a particular job—will of 
course depend upon whether you 
are replacing similar equipment, 
adding a new piece of equipment, 
or putting in an entire installation. 

If you are replacing old equip- 
ment, you’ll want to sell economy, 
faster and better food preparation, 
easier cleaning and greater efficien- 
cy. You’ll want to point out that, 
considering all these factors, the 
new equipment will soon pay for 
itself. 

If you are selling a new piece of 
equipment or a new installation 
you'll want to point out ‘how the 
restaurant owner can increase his 
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menu variety, increase his total 
capacity and better the quality of 
his food. 

For example, if you think that a 
small restaurant could profitably 
use a deep fat fryer (and most 
can), show the owner how he can 
widen his menu to include fillets, 
French fried potatoes, veal cutlets, 
onion rings, fried cakes, scallops, 
croquettes, potato chips and many 
other customer-winning dishes. 
Show him how the deep fat fryer 
can help him handle peak business 
at noon and evening. Point out how 
the fryer will relieve his top burner 
equipment. 

Actually, it will give him addi- 
tional burner capacity at no extra 
cost. This is especially important 
in small restaurants where both 
space and capital are limited. Also 
tell the owner how economical the 
fryer is to operate and show him 
how simple and safe it is to use. 


Service Regularly 


After the equipment is installed 
be sure that you service it regular- 
ly. This is very important. For if 
you can satisfy a customer and keep 
him satisfied, he can help you close 
many a sale. 

Here are a few service pointers 
in the interest of future sales: 

1. Make periodic checks to see that 
the equipment is in good condition, 
that the adjustments are correct, that 
the pressure on peak loads is sufficient 
for fast, efficient operation. 

2. Replace worn-out parts and parts 
which are no longer giving expected 
service. . 

8. Do not assume your customer 
knows maintenance details. Give him 
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suggestions and money-saving operat- 
ing tips. 

4. Check proper flueing of equip- 
ment and double check fittings and 
safety «devices. 

Knowledge of the products you 
sell combined with the interest you 
show and the knowledge you ac- 
quire of your prospective custo- 
mer’s needs will go a long way 
toward helping you increase your 
sales and profits. But once you have 
acquired a customer, don’t forget 
to keep him happy. A happy custo- 
mer is living advertisement for you. 


All photos show fhe ‘‘Garland’’ line of 
taal ; . ¢ d by 
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Tulsa ‘U” Plans Appliance 
Short Course May 28-30 


The sixth annual gas appliance short 
course of the University of Tulsa will 
be held May 28-30 inclusive in Tulsa, 
Okla. Subjects to be included in the 
course will cover automatic controls, 
gas fundamentals, correct tools and 
their uses, location of gas leaks, serv- 
icing automatic ignition on domestic 
gas ranges, service calls on high bill 
complaints, servicing gas clothes dry- 
ers, gas for cooking, trouble shooting 
on automatic gas heating appliances, 
servicing commercial gas cooking ap- 
pliances, and a service supervisor 
round table. 

Registration begins for the course 
on May 28, 8 a.m., although the uni- 
versity advises that advance registra- 
tion is desirable to facilitate rapid 
processing on registration day. Regis- 
trants who attend nine of the 12 ses- 
sions will be awarded a certificate of 
completion. 


BUTANE-PROPANE News 











tre 


ai 
the 
res 
by’ 
hol 


soli 
clo! 
Pe: 
ina 
She 
ties 
anc 


MA\ 








AC- 


ay 
ur 
ive 
ret 
to- 


ort 
will 
lsa, 
the 
ols, 
and 
aTV- 
stic 
bill 
iry- 
ting 
ces, 


isor 


arse 
uni- 
tra- 
apid 
gis- 
ses- 
e of 








THE FOUR FREEDOMS 
OF THE GAS DRYER 


By E. P. Hamilton 


President, Hamilton Manufacturing Co., Two Rivers, Wisconsin 


ETTER bathrooms started it. 

When the Roaring Twenties in- 
troduced the porcelain bath tub and 
a matching supply of hot water, 
the farm population accepted it 
readily. Better kitchens became the 
byword in the late thirties with 
home demonstration agents, the 
magazines, radio, and farm women, 
emphasizing new convenience and 
beauty in the heart of the home. 

With a farm population that sets 
a high standard for sanitation, 
convenience and good results, post- 
war interest in better laundries 
followed logically. Laundry must 
be done at home because there are 
no corner laundramats or pick-up 
laundry services in rural areas. 
Work clothes and milk house linens 
mean constant, heavy laundry loads 
in addition to the regular house- 
hold requirements. 

From the date when Hamilton 
sold the first automatic LP-Gas 
clothes dryer, a few weeks before 
Pearl Harbor, it caught the imag- 
ination of the American woman. 
She immediately saw its possibili- 
ties in freeing her from the time 
and energy-consuming, burdensome 
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1. Freedom from Walking. 


chore of hanging each individual 
item of laundry on a line. 

She was further sold on the auto- 
matic dryer by the women’s mag- 
azines, home planning and home 
economics experts. They have done 
a tremendous job in presenting and 
popularizing the dryer, opening the 
way for the appliance dealer to a 
vast, waiting, pre-sold market. 

For example: The Curtis Pub- 
lishing Co. research department, 
known to be conservative, estimated 
a laundry dryer potential of about 
2.6 million for the six years up to 
1955. Actually 318,000 clothes dry- 
ers were sold in 1950, alone. This 
was a°30% increase over 1949 sales. 
Thousands more could have been 
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sold had they been available. The 
survey further states, “This indus- 
try (dryer) cannot disregard the 
rural market.” In partial support 
of its prediction the survey quotes 
the U. S. Meteorological Year Book 
that poor weather prevails 70% of 
the time in most of the nation. 

The great advantage to the LP- 
Gas dealer in selling dryers is the 
fact that the small town and rural 
market is still untapped. Only 10% 
of the dryers made last year went 
to farm homes. With farm income 
high and likely to remain securely 
high in the predictable future, the 
dryer can offer dramatic proof that 
it is a wise investment. A letter 
from a Lansing, Mich., farm woman 
indicates which way the wind is 
blowing, ‘““You may have your tele- 
vision, ironer, a new car every 
year, yes, and a freezer ... I will 
keep my dryer.” 

The dryer sale is handled easily. 
It need not be sold with any other 
appliance, washer or ironer. Users 
of conventional wringer-type wash- 
ers save as much time and work 
with a dryer as do the owners of 
automatic washers. It competes 
with nothing but the clothesline. 

Simple installation, ease of oper- 
ation, no plumbing requirements, 
all commend the gas dryer. With 
automatic ignition you simply set 
the timer and heat control to put 





2. Freedom from Stooping. 
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3. Freedom from Stretching. 


the dryer in operation. It is a clean 
sale with no trade-ins, negligible 
service needs and a profitable mar- 
gin. Installation costs will rarely 
exceed $15. 

As a load builder, consider that 
the dryer uses 250 pounds of gas 
a year as a conservative estimate. 
Based on consumption of 18,000 
Btu per hour of dryer operation, 
the more sizable farm family may 
use up to 30 pounds. The dryer 
user visualizes gas consumption as 
equivalent to two burners on the 
gas range. 

Dealers who plan ahead for the 
future realize that the sale of an 
LP-Gas dryer may save that farm 
home for gas. The more gas appli- 
ances you install the bigger your 
load and the more likely it is that 
that customer will stick with gas. 

A survey of Hamilton dryer users 
reveals a high percentage of sales 
made because of a friend’s enthu- 
siasm for her dryer. Once more the 
sales value of “using the user” is 
shown. 

In order to develop that enthu- 
siasm for the dryer which guaran- 
tees sales it is absolutely necessary 
that you, your wife, your sales 
force, their wives, all, use the 
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dryer. Use it for your own family 
laundry, follow suggestions in the 
instruction book, see what it can 
do. Your store alone in your com- 
munity can start the ball rolling. 
Remember that the dryer is still 
new enough in any community to 
excite curiosity and corversation. 

A properly connected, live dryer 
on your floor, with colored towels 
tumbling noiselessly inside the 
lighted drum, provides a constant 
effective display. 

Where you know your prospects, 
as you may more readily in rural 
community, free, 10-day trial has 
been more than 90% successful. In 
this case, as with post-sale demon- 
strations, drying time and temper- 
ature for various fabrics, sorting 


Housewives demonstrating the ease 
with which the general washing 
and even rugs can be dried. 









































































4. Freedom from Lifting. 


of clothes, starching, testing for 
degree of dryness, all revealed in 
the instruction book, can be ex- 
plained to the new user so that she 
will enjoy her dryer and will rec- 
ommend it. 

Rainy days will always be good 
days for dryer sales. Today’s farm 
woman, with increased community 
responsibilities, defense work, Red 
Cross work, is still conscious of the 
fact that special seasonal demands 
require her full attention for long 
hours. The dryer permits her to 
dispose of her laundry problem at 
any time, day or night, good weath- 
er or bad. Illness in the family and 
the consequent requirements of 
fresh clothing and linens, possibil- 
ity of purchasing a smaller supply 
of children’s clothes because of ease 
of laundering are special argu- 
ments for the dryer. 

Countless miles of walking saved 
each year, freedom from stooping, 
stretching, lifting of clothes bas- 
kets are sweet promises which the 
dryer fulfills. Add to this the pleas- 
ing appearance and softness, the 
greater durability of clothes dried 
in the dryer and you will be con- 
vinced that selling a new dryer 
can be a pleasure to you and your 
farm customer. 


83 




















BUTANE-PROPANE News 














Sell Incineration 


There are no trade-ins and 


it is a new year-round load. 


By J. G. Dierkes 


General Manager, Incineration Division, Bowser, Inc., Cairo, Ill. 


rOO many people still make any- 
' where from 500 to 700 trips per 
year, in all kinds of weather—rain, 
snow, heat and cold—to the old 
garbage can and rubbish heap at 
the rear of their property. They 
still put up with the obnoxious con- 
ditions that result, such as unde- 
sirable odors, flies, pests and ro- 
dents. 

All present and potential LP-Gas 
users provide an enormous market 
for the modern in-the-house, gas 
incinerator. The trend to automatic 
gas heating during the past few 
years has introduced the new prob- 
lem, in numerous homes, of dispos- 
ing of combustible trash heretofore 
thrown in the coal furnace or wood 
stove. 


The Fire Hazard 
In addition, garbage cannot be 
maintained in a sanitary condition, 


particularly in warm weather, 
while accumulations of trash are 
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sources of spontaneous combustion 
and become a fire hazard when 
burned. Many suburban and rural 
areas are adopting codes restrict- 
ing the firing of trash out-of-doors. 


Uninterrupted Service 


LP-Gas-fired incineration solves 
these problems by rendering a com- 
plete disposal service inside the 
home. It makes the householder in- 
dependent of bad weather; it burns 
garbage and trash, wet or dry; it 
is trouble-free in operation, and al- 
ways available for service. 

Further pointing up the market 
acceptance of this form of appli- 
ance, one may refer to the electric 
industry, which, since World War 
II, has promoted and sold thous- 
ands of electric sink disposal units. 
But electric models handle only 
food scraps and small bones. 

On the other hand, LP-Gas incin- 
erators dispose of food scraps, small 
and large bones, paper, rags, old 
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clothes, old shoes, or anything that 
is reasonably combustible. 

Garbage, by its very nature, de- 
mands and gets attention before 
too much time elapses in the aver- 
age home. Rubbish and trash, how- 
ever, are accumulated in almost un- 
believable places and quantities. 

The 1949 estimated distribution 
of United States building losses, 
through fire, show that rubbish 
caused 30,000 fires in that year 
which resulted in damages in ex- 
cess of $6,000,000. 


Labor Saving 


LP-Gas-fired incinerators in suf- 
ficient homes would reduce that loss 
tremendously, not to mention the 
improvement which would result to 
the premises and the saving in 
labor to both husband and wife. 

These units are always ready for 
use and their operation is not sub- 
ject to interruption by wind, storm 
or bad weather. 

The modern incinerator can be 
vented into a chimney with other 
LP-Gas appliances and its daily 
use helps to maintain the flue in 
dried out condition, free of air and 
vapor locks. 

The units are also vented in 
separate chimneys and in many in- 
stances engineers like to ““Y” it 
with the furnace flue into the 
chimney. 

The particular method of instal- 
lation and recommendations gov- 
erning such work are matters of 
compliance with local’ regulations 
and codes. 

A definite “yes” is in order as 
an answer to the question “Do 
people want LP-Gas-fired incinera- 
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LP-Gas “‘Incinor,’’ manufactured by 

Bowser, Inc., is installed in a small 

home in Indiana, typical of subur- 

bon and country homes that offer 

a brand new and profitable market 
for dealers. 


tors.” A recent survey, conducted 
by a gas utility company which has 
been merchandising gas-fired units 
since World War II, provides an 
excellent cross-section of consumer 
opinion. 

The company contacted 50 of its 
customers who had purchased the 
equipment from them and asked for 
a frank expression of opinion. A 
total of 48 purchasers were happy 
they had gas-fired disposal units 
and their expressions ranged all the 
way from “satisfactory” to “finest 
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thing we have in the home” and 
“wouldn’t do without it.” 

Customer No. 49 had a complaint 
which indicated that an adjustment 
m@P was necessary on his incinerator. 
After the service call was made he 
was thoroughly happy. Customer 
No. 50 said he had no complaint— 
anegative way of admitting it was 
okeh. 

That is the result of a spot check 
—50 satisfied customers—a part of 
the thousands of gas-fired inciner- 
ator users who are glad they have 
a fully automatic way of handling 
their garbage and rubbish disposal 
problems. 


A Sellers Market 


Those thousands of customers 
may be duplicated in the LP-Gas 
field. 

There are many sales points 
which may be used to promote LP- 

| Gas incinerators beyond the mains. 

Properly presented they will create 

| the interest necessary to close prof- 
itable sales. These are: 

The automatic incinerator gives 
complete disposal service inside the 
home with LP-Gas—no need to plod 

ted § outdoors. 
nas - It burns trash and garbage, wet or 
‘its § dry. 
an It is trouble-free in operation, effi- 
ier | cient, economical and provides maxi- 
mum convenience at minimum cost. 
its It is a safeguard to health for it is 
he Sanitary. 
: It eliminates accumulations of 
trash, thereby reducing fire hazard. 
It adds distinction to any home and 
PY — has tremendous appeal to housewives. 
ts Probably the best way of pro- 
he — moting automatic incinerators is 
st | through dramatizing the need for 


or 
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them in sales literature, store dis- 
plays and local advertising. 

A review of present customers 
and the appliances they use will 
aid the dealer in formulating a 
sound, selling campaign to be di- 
rected at new prospects and non- 
users, the most important step of 
which will be direct solicitations 
and demonstrations. 

Commercial institutions will open 
another field of tremendous poten- 
tial. Among such prospects are 
schools, cafeterias, medical offices, 
restaurants, bakery shops, hotels, 
and hospitals. 

The sale of LP-Gas incinerators 
offers the dealer: 

1. Full profit on the sale of the ap- 
pliance. There is no trade-in problem. 

2. Ease of sales and availability in 
two-bushel and four-bushel capacity 
units. 

3. A brand new market, virtually 
untouched. 

4. Availability of units carrying 
AGA Laboratories approval. 

5. Increase of profits through addi- 
tional, 12-month domestic load. 


Units Are Available 


Statistics indicate that the pro- 
duction of domestic, gas-fired in- 
cinerators for the 12 months ended 
Dec. 31, 1950, was three times the 
annual production for 1949. This 
is based on production reports 
furnished by seven manufacturers 
of the units. 

The market demand is here, now. 
The success the automatic incinera- 
tor has had, sales-wise, in urban 
areas may be duplicated in the su- 
burban and rural areas. It is up to 
the LP-Gas dealer and merchandis- 
er to take it from there. 
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New Approach to Selling Water Heaters 


The best way to prevent electric competition from 
“‘pirating’”’ your customers or prospects is to sell the 
gas range and water heater at the same time. It will 
be easy to do this if dealers will try the 


By A. B. Cameron 
General Manager, Ruud Manufacturing Co., Pittsburgh, Pa. 


HE automatic water heater is 

your key appliance; your most 
able good-will ambassador, your 
easiest selling 
job, and your 
outstanding in- 
surance against 
the inroads of 
competition and 
the possible loss 
of your domestic 
business. The 
gas load which 


it produces is 
the steadiest 
and the most 
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profitable. It can 
change the color 
of your business from red to black, 
or make an already profitable busi- 
ness a gold mine. Get in hot water 
before you find yourself out in 
the cold! 

Today’s Mrs. America is automa- 
tic- hot-water-service-minded. She 
doesn’t particularly care what fuel 








provides this service, so long as she 
gets it at a reasonable cost—and 
the cost is secondary to the service, 

If you fail to convince her that 
gas is the best hot water bet, she 
will buy the electric unit. Once the 
electric water heater is installed, 
your gas range and your gas serv- 
ice are on the way out. Make no 
mistake about that. Over a period 
of years, I have examined hundreds 
of customer cancellation reports, 
and never do I recall seeing one for 
a customer using a quality gas 
range and a quality gas water 
heater. 

On the other hand, you have un- 
doubtedly lost range-only users to 
electricity without warning or 
notice. Your first knowledge of the 
loss came when you found that an 
up-to-the-minute electric range, and 
perhaps a water heater as well, 
had already been installed. 

Yet if she had also had a de- 
pendable automatic gas water heat- 
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Today's Mrs. America is automatic 
water heater minded. 


er she would have pondered. long 
and hard before changing to elec- 
tricity. Nine chances out of 10 you 
would have been given an oppor- 
tunity to demonstrate the superior 
advantages of an up-to-date gas 
range. Even the small effort in- 
volved in telling your customer the 
convincing story of automatic gas 
hot water service might well have 
prevented the loss. 

The second reason why the auto- 
matic water heater is your key ap- 
pliance is economic. Today’s cost 
of equipment and cylinders, the 
cost of propane, the cost of labor 
and the cost of everything else that 
enters into the conduct of your 
business, has risen so high that you 
dare not (even if permitted!) hike 
your selling prices enough to fully 
offset them. You are serving your 
small users at a loss. Your salva- 
tion is to increase the average num- 
ber of pounds sold to the user. Only 
in this manner can you provide a 
broader base over which to spread 
your fixed and operating overheads, 
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and thereby reduce your overall 
cost per delivered pound. 

The water heating load is the 
largest, most stable and most de- 
pendable load available within the 
scope of your feasible selling prices. 
It offers you the best opportunity 
to substantially increase your per 
customer use. When you sell an 
automatic water heater to a range- 
only customer you treble or quad- 
ruple his gas consumption. The 
three-cylinder-per-year customer is 
now a 12-cylinder customer. 

By moving from a zero to a 25% 
water heating saturation you ap- 
proximately double your gas sales 
volume. The limit of your potential 
is 100% water heater saturation. 
When you reach this point it is 
time enough to concentrate on per- 
suading your customers to use 
more hot water. 

There are other reasons for 
treating automatic water heaters 
as your key appliance. But they all 
boil down to the same conclusion— 
you must promote the water heater 
for a permanent and profitable 
business operation. 

Now let us examine the relative 
capabilities of gas and electric 





The second reason why the auto- 
matic water heater is your key ap- 
pliance is an economic one. 








water heaters. Until we understand 
the outstanding superiorities of gas 
water heaters we cannot expect to 
carry the gospel to our customers 

Fortunately, the superiority of 
gas over electric water heaters is 
easy to demonstrate. If we but 
know how to interpret the figures 
we need only refer to the approval 
plates of the two types of appli- 
ances in order to demonstrate the 
strength of the gas water heater 
and the weakness of its electric 
counterpart. 

Ironically, the electric appliance 
industry, itself, has been so kind 
as to place in the homes of our 
customers an extremely useful and 
appealing home appliance which 
imposes hot water demands of such 
magnitude that the shortcomings 
of the electric water heater become 
painfully apparent. I refer, of 
course, to the automatic or se- 
quence clothes washing machine. 

Because of the slow recovery of 
electric water heaters, there is no 
real comparison in the performance 
ability of gas and electric water 
heaters of equal tank capacity. Gas 
water heaters take their strength 


from the speed and flexibility 
gas. Granting proper design, a stor 
age type gas water heater cal 
handle Btu inputs far above tho 
currently used, and gas service ling 
can make any required number ¢ 
Btu’s available to the appliance 
without breaking down the distri. 
bution system. Electric water heat: 
ers, however, will always have lov 
Btu inputs and can never meet the 
stepped-up hot water demands of 
modern households. This is a hur 
dle that no conscientious electric 
appliance salesman cares to con- 
template. 

The recovery rating of electric 
water heaters is theoretically about 
one-fourth to one-third as great as 
that of the average gas_ water 
heater. In order to speak specifical- 
ly I have recorded the standard in- 
puts and recovery ratings, both 
theoretical and practical, of prob- 
ably the most widely sold brand of 
electric water heaters in Table 1. 

Of course there are all sorts of 
variations to the standard arrange 
ment of element inputs to meet the 
theories of individual electric en- 
gineers, but the fact is that all of 
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Two Unit Heaters 


TABLE 1. STANDARD WATTAGE UNITS OF POPULAR MAKE 
ELECTRIC WATER HEATER 


Single Unit Heaters 








Tank Bottom Top Theoret. Max. Bottom Theoret. 
Cap. Unit Unit Recovery, 100° Rise Unit Recovery, 100° Rise 
30 600 W 1000 W 6.4 gals 1500 W 6.0 gals. 
40 750 W 1250°W 8.0 2000 W 30° “ 
52 1000 W 1500 W 10.0 2500 W 10.0: “ 
66 1250 W 2000 W 13.0 3000 W 12:0. * 
82 1500 W 2500 W 16:0 “ 4000 W 16.0 “ 
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Table 2. Input and Recovery Ratings of Gas Water Heaters 











Tank Btu Actual Recovery Ratio- 
Capacity Inputs Recovery 100° rise Gas to Elec. 
30 gals. 30M to 43M 25 gals. to 36 gals. 4 -:ite¢e: 1 
45 gals. 50M to 55M 42" to3é “ 4 :itee:1 
65 gals. 50M to 71.5M 42 “ to60 “ 8%: 1to5:1 











them can be properly classified as 
desperation measures designed to 
minimize a basic weakness which 
cannot be corrected. 

For comparative purposes, I have 
also listed in Table 2 the inputs and 
recovery ratings (100° rise) of 
several fast-recovery Ruud gas 
water heaters having tank capaci- 
ties approximately equal to those of 
the electric units. 

From an examination of electric 
water heater sales manuals it will 
readily be seen that the electric 
water heater’s deficiency in recov- 
ery capacity must be offset by at- 
tempting to sell the larger, bulkier 
tank sizes up to 52 or 66 gallons 
capacity in competition with aver- 
age input 30-gallon gas water heat- 
ers. And by checking the figures 
you will discover that a really fast 
recovery 30-gallon gas water heater 
will perform under most cir- 
cumstances as well or better than 
even the standard 82-gallon electric 
water heater. I will leave it to you 
to assess the selling edge that this 
gives us over the electric salesman! 

Our problem, then, is to find a 
means of explaining to the prospec- 
tive water heater purchaser, in 
words which he can understand, 
the relative performance of gas and 
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electric water heaters, and to trans- 
late these performances into terms 
of his own hot water requirements. 





A really fast recovery, 30-gal. gas 
water heater will perform better 
than an 82-gal. electric model. 


In an attempt to furnish the in- 
dustry with such a means our com- 
pany devised a system of what we 
call “Performance-Rating.” Per- 
formance-Ratings are simply the 
measure of the relative amounts of 
hot water service available from 
water heaters of varying tank sizes, 
heat inputs and water storage tem- 
peratures.* 





* See ’December, 1950, issue of BUTANE- 


PROPANE News, 
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As already mentioned, the se- 
quence washing machine is a back- 
breaker for the electric water heat- 
er, and can be the means for bring- 
ing out in the open the outstanding 
advantage of gas-fired water heat- 
ers. 

We have, in the fast-recovery 
automatic gas water heater, the 
answer to the hot water demands 
of the sequence washer. The slow 
recovery electric water heater, even 
in the bulky, expensive, large tank 
sizes, cannot properly supply a 
large proportion of the automatic 
washers on the market. We should, 
therefore, use the hot water de- 
mands of the automatic washer as 
a means of demonstrating the su- 
periority of automatic gas hot 
water service. If we can handle 
these demands we can handle all 
the other normal hot water re- 
quirements of the household. 

The slow recovery of electric 
water heaters is not a condition 
which can be cured by the redesign 
of the appliance. The basic difficul- 
ty is that electric generating plants, 
substations, transmission lines, 
transformers, and house service 
lines cannot handle the heavy load 
imposed by a high concentration of 
high input electric water heaters. 
The water heating load occurs at a 


— 


THE AUTHOR states that it is 
the self-interest of every dealer to 
promote automatic water heaters 
now! What is needed is a revised | 
mental outlook that will consider | 
the gas range and the gas water 
heater as inseparable, identical | 
twins of the industry. | 















time of day when the electric facili- 
ties are already heavily burdened, 
The water heater load factor is 
such that “most forward looking 
combination utility companies dis- 
courage the sale of electric water 
heaters and emphasize the advan- 
tages of gas. 





So much for our true friend, the 
sequence washer. 


Unfortunately, most straight 
electric companies, and Rural Elec- 
trification systems, are still blindly 
pushing the sale of water heaters, 
but have been: forced to resort to 
the devious device of off-peak heat- 
ing. Knowing salesmen, you will 


appreciate that this policy has re- ° 


sulted in many thousands of un- 
satisfactory domestic hot water 
services. We can well take warning 
from this situation, which will, if 
we utilize our advantages properly, 
enable us to gain control of the 
most profitable domestic appliance 
load available. 

You are aware of the rates 
against which you are competing 
and know how to make cost com- 
parisons. Of course there is a lot 
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of bunk which has been spread 
around about relative efficiencies 
and the like, but for practical pur- 
poses in comparing LP-Gas and 
electric water heating costs you 
need only multiply the electric 
water heating rate by 6 in order to 
find the per pcund cost of propane 
which will produce an equivalent 
operating cost. Naturally you are 
not going to be led into the electric 
trap of applying a one-cent or sim- 
ilar water heating rate when service 
is provided by means of off-peak, 
clock-controlled electric water heat- 
ers. The final and most important 
job is to examine our past method 
of approaching the water heating 
market, find out where and why 
it failed to accomplish results, and 
devise a new approach to get the 
job done. 

You must revise your mental at- 
titude, adopt a new program, and 
put it to use. Then nothing in the 
world can stop you from licking 
your electric competitor both ways 
from the ace. 

Here is the formula, and it is 
very simple: 


1. Select a high quality line of 
water heaters. 


2. Equip yourself with a complete 
knowledge of the requirements of do- 
mestic hot water service, just as you 
have done in the case of cooking. 


3. Set up a water heating selling 

program having two basic objectives: 
A. Have a serious hot water talk 
with every range-only customer on 
your list. Get into each home. Find 
out what he is doing for hot waier 
service now. Sell him a better serv- 
ice. 
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B. Sell additional range-only users 
only after you have exhausted every 
method of selling the water heater 
as well. Combine the strength of 
the gas range and the gas water 
heater in your sales presentation. 
There are naturally, many pos- 
sible plans for successful selling 
programs. I refer to such things 
as displays, advertising, combina- 
tion sales, finance plans, installa- 
tion and service procedure and the 
like. These things are important, 
but what we are really talking 
about today is a new mental atti- 
tude, a new approach to the mar- 
ket, and a new conception of ac- 
complishment. 


Green’s Fuel Float Again 
Wins Pageant Honors 


Green’s Fuel Inc., of Sarasota, Fla., 
was awarded first prize for the most 
cutstanding float in the 1951 Sara 
De Sota Pageant, an annual Florida 
event in which this firm has repeat- 
edly won honors. 

Susan and Margaret Green, Taylor 
Green’s daughters, assisted by two 
triends, were models on the winning 
entry, which was in competition with 
5C floats. 

In addition, 30 bands from all parts 
of the state highlighted the festival 
together with equipment and animals 
from Ringling Bros., Barnum and 
Bailey Circus. 

Net result of Green’s Fuel’s tri- 
umph is increased interest in LP-Gas 
among the 100,000 people who wit- 
nessed the pageant and the other 
thousands that were reached through 
resultant publicity, according to Ken- 
neth Koach, general manager of the 
concern. 
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CHAPTER 2 


How Much Capital Do You Need? 


HERE are those who will say By C. C. Turner 

you don’t need money to enter 
the gas business. 

Don’t you believe it. There are 
dealer setups which do not re- 
quire any investment on the deal- 
er’s part in gas equipment, cylin- 
ders, or other containers, but capi- 
tal is still required for trucks, 
tools, supplies, a place to do busi- 
ness, appliances to sell and operat- 
ing expenses while waiting for 
people to pay their bills to you. 

There isn’t an oil company or a 
distributor who is going to set you 
up in business just because they 
like you. In fact, if they wanted to 
sell direct to the consumer you 
wouldn’t have a chance to get into 
the gas business excepting as an 
employe. It follows that the greater 
the investment which either one 
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I am not in favor of complete 
company. control. 











On the other hand, I am not in favor 
of complete independence. 


of them makes in your business 
the more you will be controlled in 
your activities and the closer you 
will approach the status of an em- 
ploye. 

Between the two extremes of 
complete independence and entire 
control are many modified plans of 
dealer operation. I am not in favor 
of either extreme. I am not in 
favor of complete company control 
for the reason that it kills the ini- 
tiative which is so necessary to the 
success of this business and it re- 
moves that incentive which en- 
courages hard work, with recom- 
pense in proportion to what you 
do. 

On the other hand, I am not in 
favor of complete independence be- 
cause the individual is apt to dis- 
count operating methods which are 
essential to the well-being of this 
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business as a whole, or to com- 
pletely ignore them. 

Recently we have had a wave of 
legislation restrictive to the gas 
business throughout the country. 
It has largely been caused by acci- 
dents which in turn have been 
caused by flagrant disregard for 
regulations which have been self- 
imposed by the gas industry. 

Another cause has been actual 
dishonesty on the part of some op- 
erators whose purpose it has been 
to wring out of the business every 
possible penny by any means if it 
did not involve punishment. 

Before we can discuss the va- 
rious plans for establishing a busi- 
ness which are available we must 
define them. First, there is what I 
term the “Commission Agency” 
under which the dealer does not 
have any investment in gas equip- 
ment, cylinders, or other contain- 





This new series on managing an LP- 
Gas business brings to BUTANE-PROPANE 
News readers again the practical experi- 
ences Mr. Turner has gained over many 
years of intimate association with our 
industry. 


First he gave us his series on “Bottled 
Gas Marketing,”’ followed by the 24 chap- 
ters of “The Bottled Gas Manual,” now 
available in book form. Then came the 
articles on commercial and industrial ap- 
plications which opened new sales poten- 
tials to dealers everywhere. 


And currently he di the ics 
of entering and successfully operating an 
LP-Gas_ business. 


The first chapter appeared last month, 
entitled “Are You Qualified?” Next month’s 
chapter will outline ways to raise capital. 
Keep a file of these month-by-month dis- 
courses on how to conduct an LP-Gas busi- 
ness. They will present many a valuable 
principle you can apply to your own oper- 
ations.—Editor. 
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ers, and operates upon a strictly 
commission basis in relation to 
the gas which he sells. He may or 
may not be required to buy all 
appliances, fittings, tubing and 
other supplies from or through the 
distributor. Commissions vary from 
25% to 33445%, depending upon the 
amount of service which the dis- 
tributor renders to the dealer. Gas 
prices are controlled by the dis- 
tributor. 

The next popular plan is what 
I term the “Cooperative Agency” 
under which both the dealer and 
the distributor have an investment 
in the gas containers, title to the 
gas equipment and containers re- 
maining with the distributor. Gas 
prices are controlled by the dis- 
tributor and the commission paid 
to the dealer varies from 334% to 
40%, depending upon the amount 
of service which the distributor 
renders to the dealer. 


The “Fuel Contract” 


A third plan can best be desig- 
nated as the “Fuel Contract.” 
Under the Fuel Contract plan the 
dealer owns the gas containers and 
he may or may not own the gas 
equipment. He buys gas at a price 
which varies with the market and 
the price which he pays is largely 
determined by the services which 
he receives from the distributor. 
The distributor does not control 
the retail gas price. 

A fourth plan is that of “Bulk 
Plant operation” under ‘which the 
dealer has storage facilities for 
tank car or transport shipments of 
liquefied petroleum gas. He may 
purchase gas from a distributor or 


95 





direct from an oil company. The 
gas equipment and gas containers 
may be owned by the distributor, 
by the consumer or by the dealer, 
himself. Bulk plant operators quite 
often develop into distributors, and 
have dealers who operate under any 
one of the plans which have been 
described. 

At this point we must digress 
long enough to find out just what 
a gas installation is, and how much 
it costs. Fundamentally it consists 





CHOOSE ONE OF FOUR PLANS 


1. Commercial Agency Plan: 
Dealer has no investment in gas 
equipment or gas containers and 
operates upon commercial basis. 
Receives 25 to 3314%. 

2. Cooperative Agency Plan: 
Dealer and_ distributor share 
ownership of containers but dis- 
tributor retains title to equip- 
ment and sets prices. Dealer re- 
ceives 3314 to 50%. 

3. Fuel Contract Plan: 

Dealer owns gas containers and 
may or may not own equipment. 
He buys gas at market price 
from distributor but sets retail 
price. 

4. Bulk Plant Operation Plan: 
Dealer installs bulk plant facili- 
ties for tank car or transport 
shipments of fuel. Buys gas 
where he _ chooses. Containers 
may be owned by him, or by 
him and distributor, or by fuel 
marketer. One step removed 
from a distributor. . 


BUTANE-PROPANE News 





of a 
tain 
whic 
the 

“cas 
cost 
vari 
cepe 
of g 
size 
ple 

by 1 
tion 
cast 
equ 
gas 


and 











21g 
or, 
er, 
ite 
nd 
ny 
en 


188 
at 
ch 
ts 


Wa 





of a gas regulator and a gas con- 
tainer. There are some fittings 
which are essential to it. Excluding 
the so-called “self service” or 
“cash-and-carry” installations, the 
cost of a simple gas installation 
varies from $18 to $100 or more, 
cepending upon the type and size 
of gas container and the type and 
size of gas equipment used. Sim- 
ple gas installations are modified 
by the addition of meters, or addi- 
tional containers. In the latter 
case modification of the regulating 
equipment is necessary. Modified 
gas installations cost $32 and up. 

The prices given are as of 1950, 
and do not include labor, freight 


costs, tubing, pipe, or fittings. It 
is easy to figure that the simplest 
gas installation may involve the 
expenditure of at least $30, but 
because of modifications the aver- 
age cost is nearer $50. 

In the days when the consumer 
had to stand all of this expense 
very few installations were made. 
In a nation where 75% of the 
population is dependent upon a 
weekly wage and is seriously em- 
barrassed by the loss of one week’s 
work, there is a far more logical 
reason for distributor-dealer-con- 
sumer apportioning of gas installa- 
tion costs than the commonly ac- 
cepted one of a desire upon the 





TABLE 1. GROSS PROFITS PER DOMESTIC CUSTOMER PER 
YEAR EXCLUSIVE OF HEATING LOAD. 


Basis of computations: 6,500,000 Btu to 10,000,000 Btu per year. 
Gas price approximately 34c per gal. or 8c per Ib. 





If the Gross Percentage 


The Yearly Gross Profit Per 
Customer Per Year Will Be 





of Profit on Gas Is From To 
1) PRES ab sere eer he cee $ 2.40 $ 3.70 
We No tors xd ee ape e ara cade 3.60 5.55 
Oe oe Sara Cine saa Olea dik tee ts 4.80 7.40 
rer o dnelare eae area) Wa A 5.40 8.321% 
BR Se RE TAC TMG cots 6.00 9.25 
Ee oar sic Ree oN ee eb Ke 6.60 10.17% 
BOD RS See error reraatad esos 7.20 11.10 
seta brs aiparel dem widow Siuore oars 7.80 12.02% 
Re ame eee 8.00 12.3314 
Ne orcl eee Gnd veka ne aa aes 8.40 12.95 
UE Sy oe ates ea OW al oer ar 9.00 13.87% 
MM ara cloned nie cian’ bist Ga Skee ee 9.60 14.80 
Ge: giciciale a Ueare aves ule sine See 10.20 15.72% 
BI. Bore ois Bae EET 10.80 16.65 
MM NS Pere ect ise HORE OOS OOO 11.40 17.57% 
BO ewe tras ae ka en ke ews 12.00 18.50 
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TABLE 2. NUMBER OF DOMESTIC CUSTOMERS (EXCLUSIVE 
OF HEATING LOAD) NECESSARY TO PRODUCE A GROSS PROFIT 
OF $1000 PER YEAR. 


(Compilations Based on Data from Table FE.) 





If the Gross Percentage 


The Number of Customers Necessary 
to Produce a Gross Profit of $1000 


Per Year Will Vary 





of Profit on Gas Is From Down to 
OD) casine ochusiae sas sawn ean 416 270 
as Fcviecvethwremsinrontroia eases tanh, ies 277 180 
BA Worse atoartisiacciere etc na. aie 208 135 
Os Sh Aa ot Liaise ate g hea 185 120 
re ee ein ne enn 166 108 
PT oceirdbeisaus swrasei eae eta ww a ataiotee 151 98 
BO aicives caw aes te RA 138 90 
SORE COR re rea a orem 128 83 
BOG, oie once WWE Geis teas 125 81 
Bids oka nig uink saw Salas 119 u As 
Bee) i. careckaied Moee aus oreies 111 72 
EE re nen Orn et mere 104 67 
MR wri cirsicsr Sushi weed evans hale etuialer ots 98 63 
MR crchs, Sue angie cere stay recnra tetete 92 60 
GT asic ee nisteseenal eae 87 56 
BU) 22 lin aanec eee ies eas 83 54 














part of either the distributor or 
the dealer to “control” consumer 
accounts. Naturally, either the dis- 
tributor or dealer having. an in- 
vestment in a_ gas_ installation 
wishes to have something to say 
about the conditions under which 
that gas installation shall be used! 

Now let’s get back to the amount 
of capital which you must have in 
order to get started in the gas 
business. Domestic installations 
will form the bulk of your busi- 
ness, so let’s forget about the big 
commercial or industrial accounts 
for the present and hope you do 
get them and consider them as so 


102 


much “velvet” if you are this for- 
tunate. 

Domestic installations in typical 
bottled gas areas utilize an average 
of about 6,500,000 Btu per year 
exclusive of heating. They would 
average four times this amount if 
dealers were doing a real job. 

One type of installation which 
serves to hold the average down is 
the so-called “vacation” or “sea- 
sonal” user. Average demand 
throughout the South is somewhat 
higher due to lower gas costs and 
use of the fuel as an occasional 
heating medium. 

In northern and central areas 
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Permoglas Automatic GAS Water Heaters ore available 


in a complete orray of sizes: 20- and 30-gallon Special 
Models; 20-, 30-, 45-, 60- and 75-gallon Permaglas 
to satisfy any domestic water heating requirement 





AUTOMATIC WATER HEATERS 





Boston 16 © Chicage 4 * Dallas 2 + Denver 2 * Detroit 2! 
Housten 2 + Les Angeles 12 + Midland 5, Texas * Milwaukee 2 
New York 17 « Philadelphia 3 « Pittsburgh 19 + Seattle 1 + Tulsa 3 








hington 6, D.C, « fonal Division: Mil kee 1 
Ucensee in Canada: John Inglis Co., Ltd. 
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Large size 


Permaglas 
water heaters 


actually 
cost less 


than ordinary water heaters! 


For months you've had the news that Permaglas, 
the automatic water heater with glass-surfaced 
steel tank that can’t rust because glass can’t rust, 
costs no more than ordinary water heaters. 


Actually, the larger sizes of Permaglas cost LESS 
than ordinary water heaters! Yes, they're big—with 
proportionate profit to you! 


This triumph, of A. O. Smith manufacturing 
methods, means that wherever a large size water 
heater is required you can now supply and install 
this finest of all for LESS! 


Makes the value of a registered A. O. Smith 
dealer franchise greater than ever! 





Smart handisers i ig A. O. Smith 
and sell adequate sizes. today there’s greater 
need than ever for more hot water in every home 
with the growing popularity of new hot water 
consuming appliances. 


Get all the facts back of this incredible news at 
once. Write or use the handy coupon today. 


Seawse” Glass catit rust 





A. O. Smith Corporation 

Water Heater Division, Dept. BP-551 
Kankakee, Illinois 

Send me the facts on Permaglas. Include my copy of 
Don Herold’s book on Ceramitron construction. 





Name . ican telbelanecines 
Firm “ casi Sdcint aagltialii 
Street sini ala 


City__ — _____Zone____ State. 
2 
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where there is no great seasonal 
usage the average may be in the 
vicinity of 10,000,000 Btu per year. 
Assuming a price of 34c per gallon 
or 8c per pound, the gross revenue 
from average domestic customers, 
exclusive of heating, will te from 
$24 to $37 per year. 


Table For Future Reference 


Table 1 has been computed for 
future reference and caiculations. 
It is the basis of calculations in 
Table 2 which shows the number of 
domestic customers necessary to 
produce a gross profit of $1000. 
A rule-of-thumb method of com- 
puting the gross profit which you 
must have is to take the net in- 
come which you feel is necessary 
and double it. 

For example, if you are aiming 
for a net income of $5000 per year, 
you should double this amount to 
arrive at the gross profit which 
you must have. Applying Table 2 
to this, example, you would have to 
obtain 10 x 270=2700 up to 10 x 
416=4160 customers if your gross 
percentage of profit on gas was but 
10%. If your gross percentage of 
profit on gas is 50% yeu would 
only have to obtain -10 x 54=540 
up to 10 x 83=830 customers to 
obtain the same income. 

While the price which the con- 
sumer pays for gas does decrease 
as the amount that he purchases 
increases, the decrease in price is 
nowhere in proportion to his in- 
creased purchases. It is therefore 
obvious that it is good business to 
increase the per customer gas load 
by the sale of water heaters, re- 
frigerators, and space heaters; for 
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in so doing the investment in gas 
equipment per customer increases 
but little if any at all. 

There are short-sighted people 
in the gas business who overlook 
the percentage of return upon their 
investment and shy away from the 
water heating, refrigerating, and 
space heating loads because it 
brings down the per unit price of 
gas! 

It is only natural that you should 
want to tie up under a dealer con- 
tract that will allow you the great- 
est percentage of profit, or an 
approximate 50%, but if you do 
this you have got to pay a substan- 
tial portion of the amount neces- 


Mr. Turner’s figures are based upon 
operations in the northeastern section of | 
the United States and readers should sub- 
stitute customary consumption figures for 
their respective localities. 


Latest national figures released in Janu- 
ary, 1951, based upon an estimate of 
7,500,000 LP-Gas installations and total 
domestic fuel sales of 2,143,000,000 gals., 
would give an average of 286 gals. per 
eustomer. This figure, however, included 
fuel for all internal combustion engine 
uses and therefore the actual domestic 
average was probably approximately 200 
gals. per year for cooking, water heating, 
refrigeration, and house heating. Note that 
Mr. Turner’s figures do not include house 
heating. 


The same adjustment must be made for 
the base, estimated price of 34 cents per 
gallon. In those areas where customers 
have large storage tanks instead of cyl- 
inders and specially when the fuel is used 
for heating, prices are much lower than 
the one quoted. In areas where prevailing 
prices are lower, dealers can easily com- 
pute relative percentages. All prices quoted 
are for examples only. 
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See WECO-TROL in Booth 35 


Liquified Petroleum Gas Convention Exposition 





Stevens Hotel, Chicago — May 7, 8, 9, 10. 


@ Don’t endanger your men .. . your 
delivery equipment . . . your customers’ 
property by operating trucks with the 
main discharge valve open. Keep it closed 
while the truck is moving ... and, above 
all, be prepared to close it instantly and 
safely in case of emergency while making 
a delivery. WECO-TROL GIVES YOU ALL 
OF THIS PROTECTION. 

When the driver engages the power 
take-off, Weco-Trol opens the main dis- 
charge valve... closes it when he 
dis-engages the power take-off. In an 
emergency, the driver simply turns off 
the truck ignition . . . Weco-Trol closes 
the valve. In case of damage to hose or 
Piping the closed valve prevents the 
hazard of escaping gas, fire and disaster. 

Besides giving you safer truck operation, 
WECO-TROL prolongs the life of pumps 


WELL EQUIPMENT 


Subsidiary of Chiksan Company 

HOUSTON 1, TEXAS .- 

CHIKSAN COMPANY 

Brea, Calif Chicago 3, Ill 

Export Sales: CHIKSAN EXPORT COMPANY, Brea, Calif 


MFG. 








. improves meter service and reduces 
valve maintenance and repairs to almost 
nothing. 

WECO-TROL makes deliveries more con- 
venient for the driver. He doesn’t have 
to crawl under the truck to open and 
close the valve. He saves time and effort 
on every delivery. 

Ask your WECO representative or 
WECO-TROL DISTRIBUTOR for complete 
details about the advantages of WECO- 
TROL on your trucks. 


? 9 
WECO 














od 


CORP. 


sles Representative: Outside Mid-Continent Area 


Newark 2, N.J 


Newark 2, N.J 












sary for gas equipment and con- 
tainers. 

I have mentioned the distribu- 
tor-dealer-consumer method of ap- 
portioning these costs. It is not 
customary to apportion them equal- 
ly because the distributor’s per- 
centage of gross profit is much 
smaller than the dealer’s. In prac- 
tice, the distributor’s share of the 
equipment cost is 24%, the custo- 
mer’s share 36% and the dealer’s 
share 40%. If you assume an aver- 
age cost of $50 per installation, 
then you will have to invest $20 
for each new customer that you 
obtain. Before you attain that de- 
sired net income of $5000 per year 
you will have to invest from 
$10,800 to $16,600 in gas equip- 
ment and containers, alone. Lest 
you become frightened at this 
amount I remind you that this in- 
vestment is made only as you add 
customers and it is quite unlikely 
that you will land from 540 to 830 
new customers in your first year 
or two. 

If you intend to fulfill the func- 
tions of both distributor and 
dealer, your investment in gas 
equipment and containers for this 
number of customers would be 





All the big companies do business on 


other people’s money. 
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from $17,000 to $27,000; and you 
would have at least $20,000 tied 
up in the cheapest bulk plant that 
you could: build, but 830 domestic 
customers won’t support a _ bulk 
plant. 

Of course these figures are but 
approximate and they may even 
vary considerably in the territory 
where you intend to operate, but 
they do serve to bring out some 
facts. 


PERTINENT DONT’S 


1. Unless you know where to place 
your hands immediately on $30,000 
and can see your way clear to raise 
by some means another $40,000 with- 
in the next three years, don’t attempt 
a bulk plant operation. 

2. Unless you can see your way 
clear to raise by some means $10,000 
immediately, and can invest another 
$40,000 within the next three years, 
don’t try the Fuel Contract plan. 

3. Unless you can invest $5000 
over the first year of your being in 
the gas business, don’t try the Co- 
operative Plan. 

4. Unless you have some other 
means of making a living until you 
have procured enough customers to 
make the gas business self-sustain- 
ing, don’t go into the gas business on 
any plan. 


There are operators who will 
take issue with these “dont’s” and 
they will point with pride to many 
who have started in the gas busi- 
ness on a shoestring and have made 
a2 success of it. I do not say that 
it cannot be done, but it is a dis- 
couraging task without sufficient 
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Unless you know where to place your 
hands on $30,000, don’t attempt a bulk 
plant operation. 








capital. Furthermore, most of these 
“rags-to-riches” successes started 
their uphill climb in the days when 
the liquefied petroleum gas _ busi- 
ness was smaller, profits were 
larger and the class of consumers 
attracted to it were those with 
moderate means. Today this busi- 
ness is big business and true to 
form it is sweeping onward on 
volume sales with smaller profits. 
To really get a start, it takes more 
capital than it did even five years 
ago. 

Discouraged? You shouldn’t be. 
If your conception of the gas busi- 
ness is a little orie-man affair you 
would never get. very far in it. 

Did you ever stop to think that 
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all of the big companies such as 
General Motors, General Electric, 
Westinghouse, and the mammoth 
oil companies do business on other 
people’s money? If it weren’t for 
stockholders, bondholders, banks, 
or financial organizations that 
make a business of furnishing 
large companies with necessary 
working capital, there isn’t one of 
them that would survive a month. 
We think of them as impersonal 
robots but they are made up of 
little people such as you and me. 

It is possible for you to control 
your own gas business and yet 
work with other people’s money. 
We will see how this can be done 
in the next chapter. 









SELWYN. 


Engine Fuel Tani & 





















d 
610 710 
114” Double Back ¥%” Vapor Return 
Check Fill Valve or Equalizing Valve 
No. 1—34” Rotary Gauge 
P-431 
%” Safety 
Relief Valve 1445-8 ‘ 
Yq” SAE Service Shutoff 1446 
Valve with Excess Flow %” SAE Service Shutoff Valve 
Check for Liquid and with Excess Flow Check for Liq- Yo 
Vapor Withdrawal uid Withdrawal with provision to Thi 
install 14” Dip Pipe. it 
eve 
’ POF 
all 
All 
a» lind equ 
pac 
T 
10-BD 640 feo 
Y%” Outage Valve 114” Double Back Check Safety Hose Nozzle. The standard mo 
with Tube and Fill Valve. The PW-200 method of fuel transfer for aut 
Stop Filling Safety Hose Nozzle connects Buses, Trucks, Domestic Tanks 
instruction Dial directly to this Valve. and Bottles. (Send for Bulletin 


No. 101). 


Announcing the 


NEW, IMPROVED 


Honeywell 





Diaphragm Valve 


Much Smaller 


Than Previous Models! 


PERFORMS LIKE LARGE-SIZE VALVES 





- FITS FAR SMALLER. SPACES,/ 





You'll say it’s a triumph of engineering! 
This. new V899 Diaphragm Gas Valve is 
even more dependable than Honeywell's 
popular V148 and V149 models—and retains 
all the performance features you've liked. 
All components thoroughly field tested. It 
equals or exceeds these older models in ca- 
pacity. Yet it’s much smaller over all! 


That means faster, less costly installations 
~particularly in hard-to-get-at places. The 
new V899 is available in a full range of sizes 
from 4" to 2” and is interchangeable with 
most solenoid valves. Manual opener with 
automatic recycling optional. 


Honeywell 
Fouts ue Coritiols 
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You'll want to switch to this new, better- 
than-ever model right away. For full facts, 
clip the coupon now—and mail it today! 


MINNEAPOLIS-HONEYWELL 
REGULATOR CO. 


AA’. i 8, MAL 


Pp 





ta, Dept. BN-5-67 
Gentlemen: 


Please send me complete installation and 
service information about your new V899 
Diaphragm Gas Valve. 


Name. 





Firm Name 








Zone. State 


| 
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tising Co., 1503 
NE 28rd St., 
Oklahoma City 








Exhibitor & 
Booth Home Address Products Shown Attending Personnel 
46 A-P Controls| Floor furnace con-|R. W. Johnson, E. A. Vallee, 
Corp. 2450 N.|trol; solenoids;/A. A. Schubert, H. H. LaBohn, 
32nd St., Mil-| thermo - electric} Milwaukee; D. G. Tmey, Chi- 
waukee, valve. cago. 
29 American Cen- | Kitchens. 
tral Div., Avco 
Mfg. Corp., 
Connersville. 
88,89, American Me-| Meters & Pressure | Carl Collins; A. B. Cloud, New 
90 ter Co., 122 S.| regulators. York; R. Menkemeller; D. 
Michigan Ave., Cousland; W. V. Stockton, Jr., 
Chicago; 60 E. Philadelphia; J. J. Cooney, 
42nd St., New Albany, N. Y.; W. T. White; 
York. Earle Cutter; C. D. Mitchell, 
38,39, A merican|Ranges, heaters. . hyo oy “" “Lae 
40 Stove Co., 1641 ey a es ’ 
: : M. V. Howard. 
S. Kingshigh- 
way, St. Louis. 
16 Americana 
Corp., 333 N. 
Michigan Ave., 
Chicago. 
52 Anco Mfg. &| Cylinders. Paul R. Smith, W. M. Watt- 
Supply Co., 217 man, W. W. Wattman, Tulsa; 
E. Archer, B. B. Alderdice, Chicago. 
Tulsa. 
70 Anderson Cop-| Tue fittings, valves, | J. C. Loehr, Dallas; M. G. An- 
per & Brass| copper tube, service | derson, Kansas City, Mo.; R. 
‘Co., 6742 S,| tools. M. Anderson, V. J. Myers, D. 
State St., Chi- V. Ytterberg, Chicago. 
cago. 
42 Black, Sivalls| Regulators & car-| R. G. Thompson & Tex John- 
& Bryson Ince,| buretion equipment. | son, Tulsa. 
Climax Con- 
trols Div., 15 |} 
N. Cincinnati, 
Tulsa. 
69 Beals Adver- 
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DELTA 
MIX-0-GAS 
SYSTEMS 
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What a difference 


Team work makes! 





Making real money these days re- 
quires more than just willingness to 
work. You need the right flair, the 
right merchandise, the right back- 
ing from the manufacturer... Con- 
sideration of dealer sales and profit 
records achieved to date on our 
Delta Mix-O-Gas Systems shows 
Delta furnishes what the average 
dealer needs most. Plans, merchan- 
dise, and advertising are really 
‘thot’’. It’s a good time to join the 
Delta team. We’ll do our best to 
supply you as far as steel supplies 
permit. 





ELTA TANK MANUFACTURING CO. INC. 


P.O. BOX 1469, BATON ROUGE, LA. @ P.O. BOX 1091, MACON, GA. 
Export Office; Suite 110, International Trade Mart, New Orleans, U.S. A. 
MANUFACTURERS OF LPG PRESSURE TANKS AND 1.C.C. CYLINDERS 


113 








Booth 
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66, 67, 
68, 85, 
86, 87 


58 


75, 76 


135 


55, 56, 
57 


107, 108, 
109 


44 


114 


Bastian - Bles- 
sing Co., 4201 
W. Peterson 
Ave., Chicago. 


Bowser, Inc., 
Incineration 
Div., Cairo, Ill. 


Bryant Heater 
Div., 17825 St. 
Clair Ave, 
Cleveland, 
Ohio. 


Butane - Pro- 
pane News, 
198 S. Alvara- 
do St., Los An- 
geles. 


Butler Mfg. 
Co., 18th St. & 
Eastern Ave., 
Kansas City, 
Mo. 


Caloric Stove 
Corp., Widener 
Bldg., Phila- 
delphia. 


Cameron Iron 
Works, Hous- 
ton. 








Cylinder, shutoff, 
multi, relief, filler, 
vapor return, excess 
flow, automatic cut- 
off valves; regula- 
tors; bottled gas 
outfits; liquid level 


gauges; control 
equipment. 
Gas-fired inciner- 
ators. 


Radiant panel heat- 
er, circulator, fan- 
circulator, floor & 
forced air furnaces; 
water heater. 


Butane - Propane 
News, Handbook 
Butane - Propane 
Gases, The Bottled 
Gas Manual, Annual 
Butane - Propane 
Catalog, “Operating 


an LP-Gas_ Busi- 
ness.” 

Systems, trans- 
ports. 

Gas Ranges. 


Lift-plug valve. 








A. A. Bloem, C. N. Chapman, 
A. B. Dally, L. D. Downing, 
R. H. Engstrom, E. M. Evleth. 
A. C. Fink, H. A. Goodwin, 
E. P. Guth, R. A. Johnstone, 
M. J. LaDue, Jr. & Sr., C. E. 
Lyall, J. W. Mahanay, W. N. 
McMillen, S. E. McTier, E. L. 
Mills, R. B. Murray, R. E. 
Poethig, G. R. Postlewait, G. 
Reynolds, K. Schram, R. H. 
Wherry. 


J. G. Dierkes, J. D. Hamilton, 
Cairo. 


J. N. Crawford, W. H. Wise, 
13 Kennedy, K. T. Davis, 
R. E. Duncan, D. Weimer, 
Cleveland; P. V. Cheli, P. v. 
Landgren, Chicago; L. F. 
Tinsley, Louisville; P. R. Hed- 
back, Indianapolis; J. J. Rose, 
J. J. O'Connor, Atlanta; G. J. 
Ellis, E. V. Groeninger, Rock- 
ford, Ill. 


Paul Lady, Los Angeles; Da- 
vid Carmen, Chicago; Jim 
Gillam, Cleveland; Ray Schus- 
ter, New York. 


Julius Klein, Harold Tiley, G. 
Dwight Sutherin, L. H. Ernst, 
M. Batchelder, W. A. Ander- 
son, L. McMillen, R. Ault, 
L. W. Abbott. 


V. G. Ibert & Ames Bliss, 
Houston. 
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‘Mede of MALLEABLE IRON because it 


we use only high-quality, 
carefully inspected malleable iron castings for 


WEATHERHEAD TANK HEADS 


You can mount them and deliver them with every assurance of the one quality most 
important in tank head performance: rugged dependability! 

TANK FABRICATORS find Weatherhead Single Standpipe Unit Heads mean low 
production costs. Reason: all fittings and controls are combined in one assembly 
... ready for speedy mounting on a single opening. 

TANK USERS will appreciate Weatherhead’s “built-in’’ economy, too. Each fitting 
isa standard catalog item...can be replaced individually if required. No need 
to buy an entire new assembly. You can 
get liquid withdrawal on Weatherhead 
Malleable Iron Heads for truck and trac- 


( -, 
TES CAN en FREE! tor fueling. Write now for complete details. 
@ 


THIS TRUCK! THE WEATHERHEAD COMPANY, Dept. 











wee G-1, 300 E. 13 1st St., Cleveland 8, Ohio. 


} 4s 
<3) She tard f ~/ually 


This '51 Ford may be in your future! It 
has been specifically designed to. meet 
the needs of the LP-Gas dealer... and 
the lucky winner (it may be YOU) gets 
to drive it away for “keeps” from the 
LPGA Convention. See you there. 4 
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Engineering ABILITY 
means product DEPENDABILITY! 














Contact your nearest Weatherhead Warehouse 
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James B. Clow 
& Sons, 201 N. 
Talman Ave., 
Chicago. 


119 













30,31 Coleman Co., 


Wichita. 










59 Conlon - Moore 





Corp., 1806 S. 
52nd Ave., Chi- 
cago. 










Cribben & Sex- 
ton Co., 700 N. 
Sacramento 
Blvd., Chicago. 


117, 118 






























ton Rouge, La. 





84 Crown Stove 
Works, 4627 
W:  d2th Pi., 
Chicago. 
133 Darlingas Co., 
Pratt, Kan. 
80,81, Detroit - Mich- 
82 igan Stove Co., 
Detroit. 
52 Dearborn| 
Stove Co., Chi- 
& Dallas. 
127,128, Delta Tank 
129 Mfg. Co., Ba- 


Gasteam radiators. 


Wall heaters, space 
heaters, floor fur- 
naces, water heat- 
ers; blend-air heat- 
ing. 


Combination gas 
ranges; heaters. 


Gas ranges. 


Domestic ranges. 


Carburetion system. 


Domestic & com- 
mercial ranges. 


Complete line vented 
& unvented heaters. 


Tanks, systems 





Milton T. Clow, J. H. Clow, 
R. L. Ehrhardt, Chicago. 


Carl Burrows, Louis Marks, 
J. R. MacDowell, H. W. 
Morton. 


J. N. Foxx, Chicago. 


Jack Schellenberg, Thomas L. 
Hanson, A. T. Carrow, R. M. 
Erskine, Alfred Bradtke, Chas. 
T. Dukes, Bernard Kewin. 


J. C. Rogers, J. J. Bates, Rob- 
ert Bates, Webster Dax, Z. T. 
Caldwell, John Kelderhouse, 
James Smith. 


Si G. Darling, Pratt; O. L. 
Garretson, Roswell, N. M.; 
Floyd A. Woolis, Mt. Pleasant, 
Iowa; C. D. Boden, Sioux 
Falls; Hugh D. Warren, Mem- 
phis. 


L. E. Clancy, Paul Inskeep, 
Detroit; F. F. Hamilton, At- 
lanta; R. M. Houdek, Kansas 
City; Ward Jacobson, Niles, 
Mich.; C. M. Jewell, Syracuse; 
J. M. Storm, Dallas. 


A. Bobbe, Chicago; Fred R. 
Porta, Kansas City, Mo.; Rich- 
ard Horst, Jersey City. 
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An Improved Water Heater Control... 


MANY NEW FEATURES GUARANTEE GREATER EFFICIENCY! 


Larger Filter—a decided advantage Safe Lighting—Main burner must 
—easily removed for replacement. be off before pilot will light. 
Larger Capucity—61,500 8. 1. U.- 100% Safety Pilot—Gas shuts off 


AGA Listed. 


if pilot light goes out. 
¥ Designed for use with all gases. 


High ti ffici x 
Metal to metal valve and seat for y aaa eet aeeaii 


gues. Milwaukee Gas Power Unit is re- 
Has Improved Titan Snap Action placeable, can be taken out with- 
Mechanism. out removing control from tank. 


The Titan Tankmaster will be manufactured in as large 
tities as ible, depending upon the material situation. 


Pp 





q 


THE TITAN VALVE & MANUFACTURING COMPANY 


9913 ELK AVENUE e CLEVELAND 8, OHIO 
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41 


113, 114 


155 


95, 96, 
97 


53, 54 


45 


143 


Detroit Vapor 
Stove Div., 
Merchandise 
Mart, Chicago. 


Duo - Therm 
Div., Motor 
Wheel Corp. 
Lansing, Mich. 


Empire Stove 
Belleville, 
Ill. 


Estate Stove 
Co., Hamilton, 
Ohio. 


Fisher Gover- 
nor Co., Mar- 
shalltown, 
Iowa. 


Florence Stove 
Co., 205 School 
St., Gardner, 
Mass. 


Gas-Kit Co., 
Glaston- 
bury, Conn. 


Hamilton Mfg. 
Co., Two Riv- 
ers, Wis. 








Gas ranges. 


Floor furnaces, wa- 
ter heaters, & vent- 
ed heaters. 


Recessed heating 


systems, gas floor 
furnaces, gas 
ranges. 


Ranges & heaters. 


Complete line of 
LP-Gas regulators 
& accessories; 
valves: appliance 
filters. 


Gas ranges & heat- 
ers. 


Drills & drill sets; 
gas kits; reamers. 


LP-Gas clothes 
dryers. 








S. M. Adams, J. P. Morgan. 


Karl Egeler, Adolph Frantz, 
L. C. Vandertill, Bruce York, 
S. B. Baker, Lansing; J. K. 
Nelson, Decatur, III. 


Lee Brand, Belleville; Thomas 
M. Byrnes, Minneapolis; Ray 
Mills, Memphis; John A. Da- 
vis, New Orleans; Lew J. Ro- 
dauch, New York; George L. 
Strode, Louisville; George R. 
Strode, Kirkwood, Mo.; Ken- 
neth C. Lever, Independence, 
Mo.; Ernest W. Rubin, Tulsa; 
Wm. G. Adair, Ft. Wayne; 
Herman W. Ottersky, Sagi- 
naw; C. H. Schutter, Des 
Moines. 


Gordon Hentz, Hamilton; W. 
L. Hemsworth, River Forest, 
Ill. 


K. R. D. Wolfe, D. W. Elk, 
Glenn E. Eige, R. C. Lisk, 
Harold Wright, B. R. Roberts, 
Jack Clark, Richard Harvey, 
Marshalltown; W. H. Hoag- 
land, Westport, Conn.; Ralph 
Meeder, Los Angeles; Cecil 
Squibb, Dallas; Odell Glass, 
Atlanta; Albert Fine, Chicago; 
Cecil Schutter, Des Moines. 


A. L. Moyer, P. R. Bouillion, 
Chicago; C. F. Lucas, W. F. 
Muhlbach, C. O. Slaby, R. J. 
Johnson, Gardner, Mass. 


Joseph Falk, John F. Hora- 
han, Glastonbury. 


C. H. Rippe, J. W. Christen- 
sen, C. W. Haley, A. J. An- 
derson, D. C. McDermand, 
Two Rivers, Wis. 
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62, 63 


138, 139 


43 


49 


149 


27, 28 


93 


153 
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Handley- 
Brown Heater 
Co., Jackson, 
Mich. 


Hardwick 
Stove Ca, 
Cleveland, 
Tenn. 


Harper - Wy- 
man Co., 8562 
Vincennes 
Ave., Chicago. 


Harries 
burg Steel 
Corp., Harris- 
burg, Pa. 


Herron Stove 
& Foundry Co., 
Chattanooga. 


Hollings- 
worth Stempel 
& Co., Ollie, 
Iowa. 


Hunt Heater 
Corp., 220 12th 
Ave, Nash- 
ville. 


Imperial Brass 
Mfg. Co., 1200 
W. Harrison 
St., Chicago. 


Indianap- 
olis Stove Co., 
716 S. Wesley 
Ave,-Oak 
Park, Il. 











In-a-door conversion 
burner; water heat- 
ers; table-top water 
heater. 


Domestic ranges. 


Burners. 


LP-Gas cylinders. 


Radiant gas heaters 
& wall inserts. 


High - compression 
inserts; gas mani- 
folds. 


Unvented & vented 
space heaters; wall 
& floor furnaces. 


Tube & brass pipe 
fittings; shutoff 
valves; tube cut- 
ters; flaring tools; 
tube benders. 


Heaters. 





H. E. Handley, H. J. Rust, 
M. W. Boekeloo, W. Trittepo, 
J. P. MeMorrow, Stanley Burt, 
John Hardy. 
R. B. Hurt, Reeves Brown, 
Hayes Davis, Cleveland, 
Tenn.; John F. Broerman, 
Cleveland, Ohio; H. E. Hower- 
ton, Kansas City, Mo.; Geo. 
Luehrman, Chicago; Van F. 
Leach, Atlanta; G. M. Rohde, 
Jr., Syracuse; Frank W. Wes- 
ton, St. Louis. 


J. T. Simpson, H. M. Reeser, 
Palmer Swecker, John Feeser, 
W. H. Long®* 


John Leinart, Chattanooga; 
Marion Burnell. 


Frank Andrews, Guido F. 
Stempel, J. W. Stewart, L. J. 
Adkins, Ollie, Iowa. 


W. B. Hunt, Joe Jetton, Nash- 
ville; S. B. deFuentes, New 
Orleans; G. H. O’Neal, Wich- 
ita. 


C. H. Benson, R. Nelson, R. 
Cherney, R. Eme, A. E. Hall- 
strom, E. F. Todd, Chicago. 
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156, 157 






































92 


108 


116 


71,72 


111 


112 


25 


60 


Iron Fireman 
Corp., 3170 W. 
106th St, 
Cleveland, 
Ohio. 


Johnson Gas 
Appliance Co., 
Cedar Rapids. 


Kerotest Mfg. 
Co., 2525 Lib- 
erty Ave, 
Pittsburgh, Pa. 


D. HB. Krue 
Co., Madison, 
S. D. 


Linde Air Pro- 


ducts Co., 30 
EK. 42nd _ St., 
New York. 


LP-Gas Insur- 
ance Under- 
writers Agen- 
cy, New York 
Life Bldg, 
Kansas City, 
Mo. 


LP-Gas Maga- 
zine, 9 E. 38th 
St., New York. 


Local Trade- 
marks, Ine, 
New York. 


National Com- 
mittee for LP- 
Gas Promotion, 
11 S. La Salle 
St., Chicago. 





Winter air condi- 
tioner; gas boiler; 
conversion burner. 


Stock tank heater & 
hog fountain heater. 


Brass valves; valve 
for bulk plant serv- 
ice. 


Hand pump. 


LP-Gas cylinders. 


Booth devoted to 
insurance problems. 


Complete newspa- 
per campaign on 
“Bee-Gee.” 


Progress of pro- 
gram. 





B. B. Magee, Cleveland; 
George Armour, Chicago. 


Charles W. Johnson, J. J. Con- 
nolly, C. A. Gunther, Cedar 
Rapids. 


H. Glenn Dickenson, Tulsa; 
Austin Jones, Toledo; H. Paul 
O’Brien, New York; R. W. 
Meuller, Jr., James A. Norris, 
Pittsburgh. 


Don H. Krug, Madison, S. D. 


E. B. Farwell, T. T. White, 
H. T. Neat. 


Louis H. Collar, Kansas City, 
Mo.; William O’Conners, Robt. 
L. Dahme, Chicago. 

Mare MacCollum, Charles 
Haskins, Glen Royer. 


Mare MacCollum, Charles 
Haskins, Glen Royer. 


R. F. Purpus, New York; 
Howard Johnston, Chicago. 


Robert E. Borden, M. A. En- 
nis, George J. Schulte, Jr, 
Chicago. 
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Deluxe Model Twin Barrel I Truck Unit 








n- 
lar 
a; 
ul 
Ww. 
is, 
D. 
te, 
@ Production Built Production Priced 
@ High Tensile Steel—Light Weight 
y; e@ Safe Two Recessed Relief Valves in Each Tank 
rt. @ Exceptionally Well Balanced 
- @ No Frame Reinforcing Necessary 
: @ Tried and Proven by Dealers Throughout the United States 
@ Motor Fuel Tank in Rear Well Protected 
e@ Built in Sizes to 1800 Water Gallons Standard Size 1250 W.G. 
* 54” Single Barrel Truck Units Also Available 


Prices and Complete Specifications on Request 





; | | North Texas Tank Co. 






Manufacturers of Fine LP-Gas Equipment 
P.O. Box 519 © Denton, Texas * Phone 146-1323 


Motor Fuel Tanks « Domestic Tanks « Transports « Tank Trucks « Tractor Motor Fuel Tanks 
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17,18, Norman  Pro-| Conversion burners;| E. A. Norman, Jr., D. D. Pi- 
19 ducts Co., 1150| up-right furnace; | per, W. R. Sundermeyer, D. A. 

Chesapea k e| gas heaters. Ruen, Russell G. Dawley. 
Ave., Colum- 
bus, Ohio. 

134 Norris-Therm- | Propane cylinders. |R. G. Smith, Pasadena; R. J. 
ador Corp. Mastick, Alhambra, Calif.; L. 
Los Angeles. A. Parker, So. Pasadena, Calif. 

152 Odin Stove] Domestic ranges. K. C. Hampel, E. K. Hampel, 
Mfg. Co., 342 M. J. Kerr, G. S. Chamber- 
W. 12th St., lain, Erie. 

Erie. 

36 Ohio Foundry | Vented, unvented, &| Geo. H. McFadden, Harry E. 
& Mfg. Co.,| radiant model heat-| Thompson, Steubenville; Carl 
Steuben-|jers; fireplace logs. |G. Lioen, Fentress, Texas; E. 
ville, Ohio. C. Brandt, Cedar Falls; T. W. 

Hukill, Kansas City, Mo.; H. 
H. Hawthorn, Tulsa; Harry 
Richards, Grand Rapids; A. I. 
Wallace, Chicago. 

154 Okadee Co.,| Valves. K. W. Hebner, C. G. Learned, 
332 So. Michi- R. H. Willhoit, W. P. Becker, 
gan Ave., Chi- E. L. Cull. 
cago. 

14,15 Barney Olson, | Heaters. R. A. Olson, F. F. Streff, T. R. 
Ine, 122 § McKnight. 

Michigan Ave., 
Chicago. 

21 Pacific Indus-| Valves & Fittings. | Lester Deutsch, Los Angeles. 
trial Products 
Co., 7000 Ava- 
lon, Los An- 
geles. 

120,121, Pressed Steel| Propane & high| Herman Merker, N. A. Evans, 

122 Tank Co., Mil-| pressure cylinders;}C. E. Stender; Ross Dean, 
waukee. fuel tanks for auto-| FE. C. Bartlog, Milwaukee; 

motive applications. | R. A. Hirst, E. Elliot Jr., R. H. 
Dieckelman, Richard Knapp, 
A. S. Cheyne, M. S. Schmidt, 

61 Ray-Glo, Inc., | Heaters. T. V. Montgomery. 
Shelby- ‘ 
ville, Ind. 

12,18 Remi n g-|LP-Gas office equip- 
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ton-Rand, Inc., 
315 4th Ave., 
New York. 





ment & systems. 





H. B. Matheny, B. J. Fahs. 
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ford, Il. 








New 


‘Exhibitor & 
Booth Home Address Products Shown Attending Personnel 
73,74 Rheem Mfg.| Water heaters; win-|C. T. Miller, E. F. Cassidy, 
Co., 570 Lex-|ter air-conditioners.| V. J. Heinis, R. W. Cooke, 
ington Ave., E. E. Elliott. 
New York. 
131,182 Robertshaw-| Thermostatic con- 
Therm o-|trols. 
stat Div., Rob- 
ertshaw-Fulton 
Controls Co., 
Y 0-"=.n ¢ = 
wood, Pa. 
83 Rockwell Mfg.| Flow indicating &|C. E. Muehlberg, R. A. John- 
Co., Pittsburgh | domestic gas me-| ston, P. C. Kreuch. 
Equitable Me-| ter; appliance regu- 
ter Div., Pitts-|lators; piston me- 
burgh, Pa. ters; valves. 
145 L. C. Roney,| Valves, fittings, 
Inc., 1511 W.| regulators. 
Florence Ave., 
Inglewood, 
Calif. 
104,105 Ruud Mfg. Co., | Water heaters. F. A. McFerran, H. B. Kivlan, 
2934 Smallman R. C. W. Olsen. 
St., Pittsburgh, 
77,78, Scaife Co.,|Gas cylinders; ac-|E. S. Sedlachek, C. E. John- 
79 Oakmont, Pa. | cessories. son, Oakmont; F. E. Thelen, 
Cc. B. Albert, W. W. Kurtz, 
Chicago; G. J. Asbee, 
York; R. W. Rassbach, Wash- 
ington, D. C 
99,100, Geo. D. Roper} Domestic ranges;|S. H. Hobson, E. C. Sorby, 
101,102 Corp., Rock-| pumping equipment.|N. C. Kreuter, Pierre Vinet, 


R. F. Dickerson, Don Hadden, 
Rockford, Ill.; J. K. Busch, 
Detroit; J. M. Phillips, Kan- 
sas City, Mo.; W. J. Foster, 
Philadelphia; W. G. Parks, 
Omaha; J. H. Fagan, Jr. & 
Sr., Milwaukee; N. McMan- 
amy, Cincinnati; V. T. Miller, 
Denver; . Kammerer, 
Washington, D. C.; R. E. Mac- 
Intosh, Boston; J. C. Mans- 
field, Dallas; 
den, E. H. Bigden, Chicago. 








H. R. Critten- | 
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Exhibitor & 
Booth Home Address Products Shown 
98 Selwyn - Lan-|}LP-Gas valves & 
ders Co., 4709 | fittings. 
E. Washington, 
Los Angeles. 
125,126 Servel, Inc.,|Gas_ refrigerators, 
E v aon s -|water heaters. 
ville, Ind. 
50 Siebring Mfg.| Tank heaters, hog 
Co., George,| troughs, hot & stock 
Towa. pans, tractor load- 
er, steam boiler, 
steam cleaner, dehy- 
drator. 
4,5,6, A. O. Smith]! Water heaters; boil- 
7,8 Corp., Mil-| ers; conversion bur- 


137 


94 


91 


147 


110 


waukee. 


Sprague Meter 
Co., 35 South 
Ave. Bridge- 
port, Conn. 


Squibb - Tay- 
lor, Inc., 1213 
S. Akard St., 
Dallas. 


Stam p- 
ings, Inc., Da- 
venport, Iowa. 


Steel Cooper- 
age Div., Ser- 
rick Corp, 
4801 Bellevue 
Ave., Detroit. 


Stewart - War- 
ner Corp., 1514 
Drover St., In- 
dianapolis, Ind. 
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ners; LPG systems; 
cylinders; transfer 
pumps; dispensing 
pumps; carburetion 
equipment; motor 
fuel tanks. 


Gas meters & regu- 
lators. 


Visible gauges. 


Complete line of 
cylinder housings. 


Cylinders. 


Wall furnace & zone 
heating unit. 


| 





Attending Personnel 
Ralph Meeder & P. A. Smith, 
Los Angeles. 


Owen Siebring, George, Iowa. 


J. P. Parker, L. H. Hoelter, 
J. S. Robinson, Leonard Camp- 
bell, K. E. Stevens, W. M. 
Beck, G. H. Yandell, E. J. 
MeVoy, H. L. Schmidley, C. T. 
Hendrix, J. H. Brinker, G. H. 
Nichols, W. W. Stake, C. L. 
Tracey. 


E. R. Werthman, H. R. Pierce, 
Dana Paige. 


Cecil Squibb, Clif Squibb, Dal- 
las; Sig H. Goranson, Mem- 
phis. 


Dan W. Quail, Fred B. Wea- 
ver, Oscar Fauser, Dale J. 
Hermes. 


H. W. Milner, Harold Steffy, 
Al Weinbrecht, R. C. Over- 
myer. 
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9, 10, 
11 


141, 142 


148 


151 


150 


A, 65 


Super - Chef 
Mio; Ge: 1 
Main St., 
Houston. 


Superior 
Valve & Fit- 
tings Co., 1509 
W. Liberty 
Ave. Pitts- 
burgh, Pa. 


Tappan Stove 
Co., 250 Wayne 
St., Mansfield, 
Ohio. 


Tennessee 
Stove Works, 
Chattanooga. 


Trageser 
Copper Works, 
5000 Grand 
Ave., Maspeth, 
L 1, N ew 
York. 


United States 
Air Condition- 
ing Corp, 
Como Ave. 
S. E. at 38rd, 
Minneapolis. 


United Petro- 
leum Gas Co., 
806 Andrus 
Bldg., Minne- 
apolis. 





Deep fat fryers. 


Operating cylinder 
valves; spring-load- 
ed safety devices, 


pigtails, charging 
hoses, SAE flare 
fittings. 


Heating equipment. 


Gas ranges. 


Ranges. 


Propane cylinders. 


Unit heater; blow- 
er-type unit heaters. 


Systems & cylinders. 


Phillip M. Pappas, W. L. Bev- 
eridge Jr., Houston; Jas. H. 
Kennedy, Atlanta. 


I. A. Wilson, Chicago; F. N. 
Robson, J. W. Overend, W. C. 
Yocum, Pittsburgh. 


Mrs. Pauline Treisch, Mans- 
field; C. C. Wilson, E. C. 
Greene, C. R. Aungst, C. W. 
Bonar. 


L. H. Caldwell, Jr., Chatta- 
nooga. 


Edward Rasmussen, Elm- 
hurst; Jack Neuman, St. Al- 
bans; Francis X. Clark, Levit- 
town. (All Long Island.) 


William Moiselle, Leonard 
Gordon. 


F. T. Carpenter, F. H. An- 
drews, S. R. Navickas, A. De- 
lau, L. A. Swanson, E. P. Pi- 
per, G. M. Ross, R. J. Bell, 
W. A. Stange, Ed O’Brien, 
Minneapolis; C. A. Ballard, 
Jackson, Miss.; J. Nunar Dav- 
enport; J. W. Upp, Cincin- 





nati; D. A. Larson, St. Louis. 
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35 


106 


47 


144 
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Waldorf Heat- 
er Co., 1421 
Chestnut St., 
Philadelphia. 


Weather- 
head Co., 300 
E. 1381st St., 
Cleveland, 
Ohio. 


Weldit, Inc, 
990 Oakman 
Blvd., Detroit. 


Well Equip- 
ment Mfg. Co., 
Houston. 


Whirlpool 
Corp., St. Jo- 
seph, Mich. 


Wilcolator Co., 
Elizabeth, N. J. 


A. R. Wood 
Mfg. Co., Lu- 
verne, Minn. 


John Wood 
Co., 100 Wash- 
ington St, 
Consho- 
hocken, Pa. 





Water heaters. 


Bottled gas equip- 
ment; regulators & 
assemblies; cylinder 
& shutoff valves; 
ICC cylinders; tank- 
fitting equipment; 
motor fuel tank 
equipment. 


LP-Gas & atmos- 
pheric torches; cut- 
ting torches; plumb- 
ers’ pots. 
Automatic control 
for main discharge 
lines. 


Gas clothes dryer. 


Gas thermostats; 
Oven-Reddy. 


Gas poultry brood- 
ers. 


Water heaters. 





John F. Walsh, Philadelphia; 
Herman Ottersky, Saginaw, 
Mich.; Norris Blanchard, Oma- 
ha; Walter Williams, Belle- 
ville, Ill.; William Webster 
Jr., Norfolk, Va.; Roger Burk, 
Minneapolis. 


L. A. Burns, Dallas; Harold 
Graviss, Kansas City; C. W. 
Vogt, Albany, N. Y.; J. D. 
Hill, Atlanta; C. P. Kelsey, 
Orlando, Fla.; C. R. White- 
horne, Collingswood, N. J.; 
A. J. Tirpak, Minneapolis; J. D. 
Charton, Little Rock; Frank 
Hribar Jr., G. E. Tanker, C. H. 
Boylan, T. A. St. Clair, A. G. 
Johnson, A. J. Weatherhead 
Jr., Morris H. Wright, J. D. 
Baldwin, T. V. Scott, W. H. 
Harper, R. A. Miller, B. W. 
Shellenbach, John G. Guardi- 
ola, Cleveland; J. S. Dunford, 
Montgomery; Norman Kilmer, 
A. Leigh Taylor, St. Thomas, 
Ont., Canada. 


William E. Massey, 
Smith, Detroit. 


J. C. 


H. J. Hagn, T. T. Word Jr., 
Houston. 


R. H. Maurer Elizabeth, N. J. 


A. R. Wood, Santa Cruz, Cal.; 
D. M. Lippi, Luverne, Minn. 


George Meehan. 

















LPGA's 20th Annual Convention 


Opens in Chicago, May 7 





PETER ANDERSON SEN. KARL MUNDT 


NITED States Senator Karl E. 

Mundt, South Dakota, one of the 
leaders in the fight against Com- 
munism in America today, will offi- 
cially open the Liquefied Petroleum 
Gas Assn.’s 20th anniversary conven- 
tion in Chicago at the luncheon, May 
7. The prominent political figure will 
take his subject, “Today’s Challenge 
tu Our World.” 

Senator Mundt, as a member of the 
House Committee investigating Un- 
American activities prior to his in- 
duction into the Senate, had the op- 
portunity to make first-hand studies 
of Communism in this country and 
in virtually every Communist-dom- 
inated country abroad. He is noted 
tor his wit, philosophy and forceful 
delivery and is in great demand by 
forums, educational groups and busi- 
ness organizations. 

The convention and trade _ show, 
May 7-10, is expected to draw 2000 
visitors to the Stevens hotel. The 
sessions are open to everyone in the 
industry, whether a member of the 
association or not. 
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Speakers at the May 9 and 10 
luncheons will be Dr. Cylvia Sorkin 
and James E. Pew, respectively. Dr. 
Sorkin will speak on public relations 
and salesmanship in an address en- 
titled “Your Personality is Showing, 
Sir.” Mr. Pew, Solgas division of Sun 
Oil Co., Director of the Natural Gas 
and Natural Gasoline division, Petro- 
leum Administration for War, during 
World War II, will forecast the prob- 
able effect of the present interna- 
tional emergency on the LP-Gas in- 
dustry. There will be no _ official 
luncheon May 8. 

The general session will begin at 
2 p.m., May 7, and will feature How- 
ard D. White of Chicago, executive 
vice president, LPGA; Lee A. Brand, 
vice president of Empire Stove Co., 
chairman of National Committee for 
LP-Gas Promotion; and Peter A. 
Anderson of Portland, Maine, presi- 
dent of the LPGA, who will open the 
first business session. 

Mr. White will open the general 
session with a report on develop- 
ments in the nation’s capitol which 
affect the LP-Gas industry. He has 
been spending most of his time in 
Washington during the past few 
months. 

Recent developments in the Na- 
tional LP-Gas Promotional Program 
will be disclosed by Mr. Brand and 
President Anderson will give the 
president’s report and preside at the 
business session. 

The six sections of LPGA—Appli- 
ance Manufacturers, Equipment Man- 
ufacturers, International, Marketers, 
Producers, Utilities—will present in- 
dividual meetings on the afternoon 
of May 9. 
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LIL UP 
W7Zl2 UIP 


with 


RHEEM 


Every time you increase your unit sale, you 
increase your profit. 





Every Rheem national advertisement... 
promotion piece . . . point-of-sale display is 
designed to help you increase your unit sale. 
Every model in the Rheem line is planned 

the same way. For here is the world’s most 
complete line of water heaters. Here is the line 
that steps up in easy stages ... making it simple 
for you to sell prospects UP to the larger 

sizes they need ... UP to the higher quality 
that gives most for their money... 

eo UP to the higher unit sale that’s 

your best bet for higher profit TODAY! 


World-famous for 

Rheem Automatic Water Heaters, 
Gas-Fired Heating Equipment, 
Domestic Tanks and Boilers, 
Steel Shipping Containers 


Rely on Rheem 


570 Lexington Avenue, New York 22, N.Y. 
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American Standard Air Cleaner. 


Air Cleaner 


American Radiator & Standard San- 
itary Corp. P. O. Box 1226, Pitts- 
burgh, Pa. 

Model: Magne-Filter. 

Application: Removes pollen, air- 
borne bacteria, and other microscopic 
particles through electrical attraction 
by installation in the return duct of 
heating or cooling systems. 

Description: The electronic, dry- 
type air cleaner is made in sizes to 
meet all residential installation re- 
quirements. 

Seven sizes are available having 
two to eight filter cells and with air 
volume up to 600 cu. ft. per minute 
for the smallest size and from 2100 
to 2400 cu. ft. per minute for the 
largest. These sizes are applied to 
heating units with 64,800 Btu per 
hour for the smallest size and from 
227,000 to 259,000 Btu for the largest. 

The electrostatic action is produced 
by a power pack. It steps up the reg- 
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vlar 110 volt lighting current to a 
higher potential and charges it, with 
rectifier tubes, from alternating to 
direct current. The current is then 
applied to the filter cells through 
metal grids. The filter consumes about 
as much electricity as a 25-watt bulb. 
It requires no water or drainage con- 
nections. 


Radiant Circulator 


Adams Bros. Mfg. Co., Inc., 1500 
W. North Ave., Pittsburgh 33, Pa. 

Models: Cheerfulators 300RU and 
220RU. 

Application: Domestic, light com- 
mercial and utility. 

Description: Fully automatic in op- 
eration, these circulators are said to 
produce a maximum amount of un- 
restricted radiant heat before the 
heat exchange occurs. The reverse 
flow heat exchanger has_ tubular 





Adams Bros. Circulator. 
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areas that give greatly increased air 
circulation capacity. Controls are 
rigidly mounted in place and opera- 
tion is tested at the factory. Gas 
pipe and vent connections are all that 
is necessary to installation. 


Space Heater 


American Stove Co., 1641 S. Kings- 
highway Blvd., St. Louis 10, Mo. 
Model: Magic Chef, 1107 Series. 
Application: Domestic. (Also avail- 
able in larger 1127 and 1137 Series). 
Description: Available in “hi-boy” 
and console, circulating and radiant 
units, the line reflects a new depar- 
ture in space heater design. Fully 
vented, the units employ the advan- 














Magic Chef Heater. 


tages of convection and radiation for 
increased heat diffusion. 

Features include baked cordovan 
enamel finish, suntan radiant screen, 
turquoise ornamental door (louvered), 
three-way heat flow, balanced heat- 
ing performance, scientifically de- 
signed flue for improved efficiency in 
gas travel, electrically welded com- 
bustion chamber, universal raised- 
port cast iron burners and large side- 
access door for convenient lighting 
and servicing. 
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Crown Range. 


Domestic Range 


Crown Stove Works, 4627 W. 12th 
Pl., Chicago, Ill. 

Description: An entirely new design 
has been developed with a backguard 
featuring a new-type lamp, blending 
with electric clock, nameplate and 
chrome vent strips. Touches of color 
have been added to certain parts and 
the handle arrangement is designed 
off-center to add beauty to the lines. 

Top burners incorporate center sim- 
mers to simplify surface cooking. The 
“Even-Action” Crown oven features 
a top center flue which is said to 
assure heat circulation, even brown- 
ing and thorough cooking of baked, 
roasted and other oven-prepared 
foods. 


Commercial Broiler 


Detroit-Michigan Stove Co. De- 
troit 31, Mich. 

Model: Garland Broiler. 

Description: New improvements in- 
clude 14-in. back flue for positive and 
effective control of smoke vapors; 
new “floating” grid rods that can ex- 
pand under intense heat and so pre- 
vent warping; newly designed exte- 
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rior with unbroken front, permitting 
easier, faster cleaning; and deeper 
oven area. 

Heavy, ceramic radiants, distrib- 
uting intense heat evenly from two 
separately-controlled multi-port bur- 
ners, have been retained. 





Garland Broiler. 


Open-Front Heater 


Duo-Therm Div., Motor 
Corp., Lansing 3, Mich. 

Model: Chippendale 1410 and 1460. 

Description: This model is avail- 
able in 50,000 or 65,000 Btu input 
capacities. It features an “Equa- 
flame” burner, optional power-air 
blower for economy, period furniture 
styling with mahogany finish, option- 
al mechanical or electrical thermo- 
stat, flexible down-draft diverter, and 
radiant doors. 

The heater has three-way heating 
comfort: from natural circulation, 
spot radiant heat, and forced power- 
air blower circulation. Its controls are 
either all-in-one manual pilot or 
safety pilot control type. 


Wheel 
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Duo-Therm Heater. 


Fully vented, the heater is ap- 
rroved for use with LP-Gas as well 
as all other gases. 


Domestic Range 


Empire Stove Co., Belleville, Ill. 

Model: No. 38-1. 

Description: This new model has 
been placed in the low-priced field. 
It features an “extra-capacity” oven, 
“glide-out” broiler and “touch-latch” 














Empire Range. 
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Give your BUTANE GAS INSURANCE 
the same special care— Enjoy the 
specialized service of PAN AMERICAN 
CASUALTY CO.,—specialist in 
complete LP GAS INSURANCE 
at Normal Rates* 








? te : : 
" Have your local insurance agent write 


for information about our... 

Bete. oe agin 

«Seen “Ws. ~~ @ Complete and comprehensive -coverage . .. for 

e —_w 
Ne oo © adequate limits of liability... at 

; —— 

: @ normal rates ... with 


@ specialized safety engineering and claim 
service. 








* RATES ESTABLISHED BY YOUR OWN STATE INSURANCE DEPARTMENT 


Pan AMERICAN CASUALTY COMPANY 






ARIZONA - ARKANSAS - KANSAS - LOUISIANA- NEW MEXICO - OKLAHOMA -TEXAS 


HOME OFFICE 4001 TRAVIS STREET, HOUSTON, TEXAS 
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storage compartments at each side. 
Knobs and handles are deleted as 
compartments open by touch of the 
finger. 

Other models include 42-in., 6- 
burner and 4-burner divided tops. 
Single or double ovens with high or 
low broilers, regulator, timer, oven 
light, and: 2% in. insulation. 


Domestic Range 


Estate Stove Co., Hamilton, Ohio. 

Model: No. 5042. 

Description: One of the features 
offered on this new gas range is the 
“‘Hide-Away Grid-All,”’ which is used 
for grilling meats, pancakes, fruits 
and vegetables. Centered in the cook- 
ing top, the unit is designed to auto- 
matically drain off cooking fats and 
greases. The “Converto-Grate” is a 
new accessory that may be used to 
replace the ‘“Grid-All” and which 
converts it into a giant burner, one 





Estate Range. 


foot square, capable of heating large 
pressure cookers, kettles or utensils 
up to 21-quart capacity. 

The new model also incorporates 
an oven with view window, broiler 
and “Bar-B-Kewer,” 
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Gas-Fired Furnace 


Ingersoll Products Div., Borg-War- 
ner Corp., 760 E. Vine St., Kalama- 
zoo, Mich. 

Model: Ingersoll GHSS gas-fired 
furnace. 

Application: May be used as a vent- 





Ingersoll Furnace. 


ed wall heater, space heater, and util- 
ity furnace inasmuch as the base re- 
quires less than 3 sq. ft. of floor space. 

Description: As a furnace, heat may 
be delivered in any direction through 
ducts connected to front, sides, back, 
or top of cabinet. As a space heater, 
low resistance grills furnish maxi- 
mum warm air circulation with mini- 
mum resistance. A wedge-tube heat 
exchanger is featured. The use of a 
built-in plenum chamber and draft di- 
verter keeps installation costs down. 
The assembly includes specially de- 
signed wedge-tube heat exchanger, 
blower, filters, raised drill port burn- 
ers, and fully automatic controls. 

The gas-fired furnace is AGA- 
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To Meet and Beat Electric Competition 


RUUD 1951 


L.P. GAS MODELS FEATURE 


Faster Recoveries 
Higher *Performance-Ratings ... 
Advanced Engineering 


Ruud 1951 automatic storage water heaters have 
been engineered to make the best possible use 
of critical materials, with Recovery and Perform- 
ance-Ratings stepped up to better meet the heavier 
demands imposed by automatic clothes and dish- 
washers. Two Series, seven models, to fill every 
domestic hot water requirement. First two digits 
of model number indicate Storage-Rating, second 
two, Recovery-Rating. Sum of two sets is the 
*Performance-Rating. 





RUUD-MONEL SERIES 


Three models, all with selective temperature to 
180°, all with solid rust-proof Monel tanks: 


Model M21-21, Performance-Rating 42 gallons. 
For small families with average general demands 
and limited laundering demands. 


Model M30-30, Performance-Rating 60 gallons. 
For families of average size with average general 
demands and maximum normal automatic laun- 
dering demands [3 successive washer loads}. 


Model M30-36, Ferformance-Rating 66 gallons. 
For above average sized families with normal 
automatic laundering demand, or average size 
families with above average laundering demands. 
This model will supply hot water for continuous 
operation of most automatic clothes-washers. 


RUUD-HISPEED SERIES 


Four models, with selective temperatures to 160° 
degrees. Heavy duty galvanized-steel tanks, in- 
ternal flue design: 

Model H20-21, Performance-Rating 41 gallons. 
For small families with average general demands, 
limited laundering demands. 

Model H30-25, Performance-Rating 55 gallons. 
For average-sized families with average general 
demands, two to three load automatic washer 
demands. 

Model H45-36, Performance-Rating 81 gallons. 
For families of above average size, two bathroom 
homes. Will operate all makes of domestic auto- 
matic washers continuously. 

Model H70-42, Performance-Rating 112 gallons. 
For large homes with heavy demands. Also for 
limited use commercial installations. 





RUUD PRODUCTION NEWS 
Ruud Production is determined by the materials be made in limited numbers, high manufacturing 
supply—Monel, steel, zinc, copper. Monel, in and performance standards will be maintained. 
articular, is short because it is a vital war material. Repair parts stocks will be available for main- 
Dering this period when Ruud water heaters will tenance of Ruuds now in use. 





*PERFORMANCE-RATING is the total possible one-hour capacity in gallons at 160° 
(or equivalent), starting the hour with a full tank of 160° (or equivalent) hot water. 


W | RUUD MANUFACTURING. COMPANY, Pittsburgh 1, Pa. 


Also makers of Commercial & Industrial water heaters..... . The Ruudiator House-heating Boiler 
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approved as a vented wall heater and 
forced air furnace for use with LP- 
Gas. 





Mueller Furnace. 


Winter Air Conditioner 


L. J. Mueller Furnace Co., 2005 W. 
Oklahoma Ave., Milwaukee 15. 

Model: Climatrol Type 105. 

Application: New sizes were espe- 
cially developed for heating larger 
residences, apartments, schools, com- 
mercial buildings and churches. 

Description: Now available in sizes 
from 300,000 to 675,000 Btu input, the 
new units are similar in construction 
to the older models, except more than 
one heat exchanger is employed 
under one casing. A standard blower- 
filter unit is used together with a 
transition piece at the back to con- 
nect the furnace casing and the 
blower-filter unit. The units employ 
one gas burner manifold with indi- 
vidual safety valves and pilots for 
each burner. 

The furnaces are AGA-approved for 
LP-Gases. 


Lowboy Heater 


Ohio Foundry & Manufacturing 
Co., Steubenville, Ohio. - 


Model: Brilliant Fire. 
Description: A completely revised 
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heating section for the lowboy and 
forced air series of vented circulators 
has been developed by the company. 
The heating sections are “100% vent- 
ed,” which means that the company 
has obtained full AGA rated input at 
high altitudes and thus has high 
altitude approval at 100% of Btu 
per hour input rating. This approval 
does not come from the AGA but 
comes from the local authorities at 
the various locations. 

The heating section is also 100% 
welded. The company has also incor- 
porated a series of indentations in 
the form of circular “dimples” which 
are used to eliminate “oil can” action 
on heating and cooling. 

The series is furnished in a new, 
smooth soft gray color called “opal- 
escent beige.” 






Ohio Foundry Heater. 


Panel Heater 


Peerless Manufacturing Corp., 14th 
and Ormsby, Louisville 10, Ky. 


Models: No. 5901 and No. 5903. 


Application: Domestic and light 
commercial. 


Description: Approved by AGA for 
use with LP-Gas, wall furnaces in 
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National Distributors of 
PRECISION MADE 


Tsipve 


——=>_ ~MAGNETIC =~ 


FLOAT GAUGES 


@ Nickel plated 
heads at no extra 
cost. 


@ Large dial face 
with plexiglas crys- 
tal. Moisture sealed 
out. 


@ Alnico magnetic 
pointer and Alnico 
magnetic drive. 


@ Steel float col- 
lapse-tests exceed 
1000 pounds per 
square inch. 


@ Float rod of 
spring steel cast 
into gear and coun- 
terweight assembly. 


@ One-piece gear 
with shrouded teeth 
on stainless steel 
bearing. 


@ Tubing and drive 
shaft of corrosion 
resistant aluminum 
alloy. 


“MASTER” 
VISIBLE GAUGES 


For LP-G and Anhydrous Am- 
monia storage tanks. Large 
B-inch dial with chrome plated 
tim. All moving parts of stain- 
less steel. 


BRASS and STEEL 
MOUNTING ADAPTORS 


Forged brass with 1%2-inch 
thread. Forged steel with 2-inch 
thread. Steel with 2¥2-inch 
thread. Steel welding adaptors 
for Junior, Senior and Master 
gauges. 


ANHYDROUS AMMONIA 
LIQUID LEVEL GAUGES 


Please ask for details 
= this exceptionally 
ine precision instrument. 


2545 Summer Avenue 
Memphis, Tennessee 


QUALITY 


LP-GAS 


EQUIPMENT 


We carry warehouse stocks and are 
exclusive factory representatives in 
the South and Southwest for— 


FISHER GOVERNOR COMPANY 
Regulators and Accessories 

SELWYN-LANDERS COMPANY 
LP-Gas Tank Valves and Fittings 

S & L MANUFACTURING CO. 
Forged Steel Couplings 


Also, we carry products of the fol- 
lowing manufacturers in stock: 


DIXON VALVE & COUPLING 
Boss Couplings 

WOLVERINE TUBE DIVISION 
Copper Tubing 

GATES RUBBER COMPANY 
LP-G Hose and Fittings 

PEERLESS MANUFACTURING CO. 
LMC Pumps for LP-Gas 

RANSOME COMPANY 
Torches and Heating Furnaces 

ROCKWELL MANUFACTURING CO. 
House and Truck Meters and 
Appliance Regulators 

STAPO CHEMICAL COMPANY 
Hand Cleaner 


RADIATOR SPECIALTY COMPANY 


Titeseal 


We supply many other items for 
LP-Gas Dealers, including—- 

LP-G CYLINDERS 

FLARE FITTINGS 

RANGE CONNECTORS 

RANGE VALVES 

GAS COCKS 

STOVE CONNECTORS 


IMMEDIATE DELIVERY FROM OUR 
DALLAS OR MEMPHIS WAREHOUSE 


“a 
TAYLOR 


e€ @ ET ECE a VCs 


1213 S$. Akard Street 
Dallas, Texas 








both models come equipped with the 
“Baso” automatic safety pilot. Also 
available is the self-contained “Uni- 
trol” or wall-type thermostat for 
automatic temperature control. The 
“rib” design is said to provide extra 
radiating surface and baffles retard 
ascending hot gases, deflects them to 
the sides of the heating sections, 
thus achieving high heat recovery. 

Front frame is finished in satin 
ivory baked enamel, guard bars are 








Peerless Wall Furnace. 


chrome and heating section is fin- 
ished in tan high heat porcelain 
enamel. 

Model 5901 is 50% in. high and is 
rated at 16,000 Btu. Model 5903 is 


595, in. in height and is rated at 


22,500 Btu. 


Domestic Range 
Phillips & Buttorff Manufacturing 
Co., 217 3rd Ave. N., Nashville, Tenn. 
Model: Enterprise. 


Description: One of a completely 
new line, this range is a 38-in. model 
available with a variety of features 
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Phillips & Buttorff Range. 


including waist-high or low smokeless 
broilers, fluorescent, built-in lamp, 
look-in oven door with light, simmer- 
set top valves, and automatic oven 
ignition. Also included on these ranges 
are extra large, tank-type ovens with 
ample depth for large roasters and 
height to permit proper use of both 
racks at various levels. All steel parts 
are finished in acid-resisting porcelain 
enamel. 

Other sizes available are 20-, 30-, 
and 36-in. models. 


Servel Refrigerator 


Servel Inc., Evansville 20, Indiana. 
Model: Royal Tudor BR-1118. 


Application: A domestic refriger- 
ator, adaptable for use in commercial 
and light-commercial plants. 

Description: Servel’s new Royal 
Tudor design presents separate doors 
for freezer and general food com- 
partments. Other prominent features 
include an odds and ends basket di- 
rectly below freezer compartment, 
tall bottle lift-out section, ‘“Uni- 
chrome” shelves, lock-in-shelf adjust- 
ers for raising and lowering shelves 
with ease and simplicity, divided 
shelves for half-section lift-outs, dew- 
action fresheners for storage of fruits 
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deal with folks who have grown | with the LP Gas business . . . from 
out of | we days! You’re backed by Skelly’s own producing wells and manu- 
acturing plants . . . Skelly’s own fleet of tank cars . . . more than 80 con- 
veniently located bulk plants that often “save the day” when emergencies 


come up. Plus merchandising and advertising power unmatched in the field! 


“ u“ 
say Skelgas You can put your trust in Skelgas . . . your customers’ buy-word for fine 


domestic and industrial fuel! 
formity that keep customers smiling! 


S k p ; ga S PROPANES and BUTANES 
BTU values that keep appliances oper- 


ating at top efficiency! DIVISION OF SHELLY GIL COMPANY MARKETING HEADQUARTERS, KANSAS CITY. MissOURt 
And when you deal with Skelgas, you 







Ask the next person you meet “What's 
the best-known name in LP Gas?” 
99 out of a 100 will say “SKELGAS!” 
Plenty of good reasons for this over- 
whelming popularity' Purity and uni 
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and vegetables, and temperature con- 
trol which automatically maintains a 
constant, balanced cold. 

Model BR-1118 is of 11.5 cu. ft. 
capacity, is 653. inches high, 34% 
inches wide and is 31% inches in 
depth with hardware. 

The full-length Tudor design comes 
in the 11.5 cubic feet capacity model 
only, although Servel features single- 
door, full-width freezer compartment 
models in the Royal BR-917 and 
BR-816. 














Servel Refrigerator 


Deep Fat Fryer 


J. C. Pitman & Sons, Inc., Lynn, 
Mass. 


Model: Pitco Frialator No. 14. 
Application: Designed for  short- 
order frying in restaurants, cafe- 


terias, hotels, clubs, roadside stands, 
etc. 


Description: This unit is 16% in. 
wide, over 30 in. deep, and 34 in. high. 
It has a 14- by 14-in. fat container 
with a capacity of 45 lbs. 

All Frialators feature the “area 
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Pitman Fryer. 


burner,” a new advancement in deep 
fat frying. It reduces fat costs and 
completely eliminates waiting for heat 
recovery. 


Revised ‘Organic Chemistry”’ 
Covers Hydrocarbons 


The third edition of the “Textbook 
of Organic Chemistry,” by E. Wer- 
theim, Ph.D., Professor of Organic 
Chemistry, University of Arkansas, 
has just been published by the Bla- 
kiston Co., Philadelphia. 

New material, references,  etc., 
have been added to the text to bring 
it up to date. Many processes are 
discussed, including the Fischer- 
Tropsch process, and the methane 
series of hydrocarbons. It contains 
105 illustrations and 958 pages. 

The textbook is available from the 
Blakiston Co., 1012 Walnut St., Phil- 
adelphia 5. Price: $5. 
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America’s great strength lies 
just as much in her selling 
power as it does in production 
power. Let’s look at your part 
and ours. 


If it weren’t for selling 
power like yours, there would 
be no reason for making ranges 
like ours. It’s your sales and 
our sales that help keep produc- 
tion high—and America strong. 


Emergency or not, Tappan 
believes this structure must 
stand. And in such faith it 
continues its program of ad- 
vertising and dealer support 
undiminished, though actual 
merchandise may be in short 
supply. 

Tappan quality and the Tappan name were 
built that way. We shall continue to supply the 
strongest selling aids we can devise. We urge Your guide to the 


you to use them fully. Porn wor ll 


THE TAPPAN STOVE COMPANY - Mansfield, Ohio 


For 70 years the makers of fine ranges 

















See us at the L.P.G. A. Convention, Chicago, Hotel Stevens, May 7-10 
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Servicing Thermostats in the Field 


By M. B. GAULT 


Field Representative, Robertshaw Thermostat 
Division, Robertshaw-Fulton Controls Co., 
Youngwood, Pa. 





In Four Parts. 


Part 3 — Ranges 


Detailed Instructions — General Rules 





ERVICING domestic range con- 

trols in the field is an easy op- 
eration because of their simplicity. 
Actually, there are only a few 
things that may cause trouble. We 
will cover these various field prob- 
lems and recommend a service rou- 
tine. 

As in water heaters, there are 
some general rules about thermo- 
stats which apply when installing 
a domestic range. 


1. Use clean piping in making the 
connection to the manifold of the 





This series of articles on servicing ther- 
mostats in the field by Mr. Gault is of 
tremendous value to liquefied petroleum 
gas dealers for they enable servicemen to 
analyze trouble and make repairs on the 
job. All four parts of this series should 
be retained for future reference. 

Part 1, appearing in our March issue, 
discussed the different types of thermo- 
stats and how they operate; Part 2 in 
the April issue was on water heaters; 
range thermostats are discussed this month, 
and the series will close in June with an 
article upon the probl tered in 





industrial operations. 















range. Dirt left in the piping will 
eventually find its way to the ther- 
mostat and prevent the valve disc 
from closing. An overheated oven 
and a service call-back is the result. 

2. Install a hand shutoff valve in 
connecting the piping to the range 
manifold. It’s good practice from the 
standpoint of convenience and safety. 

3. Do not use compression fittings 
in making your connections. It may 
become necessary to disconnect the 
range in the future, and compression 
fittings are not always tight on the 
second draw-up. 

4. Check the system for leaks with 
& manometer. 


There are certain adjustments 
which must be made at the time of 
installation on an oven range con- 
trol. The following information 
applies to those ranges which are 
manually lighted. On a later page 
will be found some general notes on 
those ranges which are equipped 
with various types of auxiliary au- 
tomatic controls. However, this in- 
formation is applicable to the ther- 
mostat, regardless of other con- 
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trols which may be used in con- 
junction with the thermostat. 

For purposes of illustration, we 
will refer you to the Robertshaw 
Model BJ, (Fig. 17) which is 
widely used on gas ranges and has 
been in service for 15 years. 


1. Place thermometer (which 
should be checked for accuracy at 
regular intervals) in center of oven. 


2. Push in temperature dial and 
turn to 300°. Light oven burner. 


3. Wait 5 minutes. During this 
period, the precautionary, or yellow 
flame, pilot should be adjusted. This 
yellow flame pilot is supplied with 
gas from the inlet side of the ther- 
mostat and is extinguished when the 
temperature dial is turned to the 
“OFF” position. Grasp bezel (17), 
which surrounds dial (3), and re- 
move it, the dial and spring from the 
control. Turn Pilot Key (9), right or 
left, until a flame approximately %” 
long is obtained. Check the position 
of the pilot tip. If it extends into 
the main burner flame, the tip will 
burn off. The yellow flame should not 
impinge on any part of the main 
burner flame. Sooting and clogged 
burner parts result from poor loca- 
tion of the pilot tip. 

4. After adjusting the pilot flame, 
and when the 5-minute waiting pe- 
riod has elapsed, turn the tempera- 
ture dial (3) back (counter-clock- 
wise) to a point midway between the 
“GAS ON” mark and the next gradu- 
ation to the left of it (shown by 
“x”). This procedure makes certain 
that the main valve dise is closed 
and that the by-pass flame can now 
be adjusted. 

5. Turn By-Pass Key (29), either 
right or left, until a flame approxi- 
mately %” high appears on the main 
burner. This %” flame is the mini- 
mum flame and remains constant, 
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even though the main valve disc is 
closed. It is very important! It must 
be adjusted properly! If it is too 
low, an unsafe condition may result. 
If it is too high, low oven tempera- 
tures cannot be controlled. After 
making the adjustment, open and 
close the broiler door quickly. The 
minimum flame should not go out. 
Replace bezel (17), spring and dial 
(3). 

6. Now turn the temperature dial 
to 300°. Wait until a constant oven 
temperature is reached. If this tem- 
perature is considerably above 390°, 
it would indicate that the minimum 
flame is too high. 


7. Next turn the temperature dial 
to 400°. Wait until a constant tem- 
perature is reached. This temperature 
should be within 10° or 15° of 400°, 
although a 25° variation will not be 
noticed in baking results. (If too 
great a variation is noticed, you 
should recalibrate the control). 

8. When all adjustments have been 
made and you are certain the range 
is performing satisfactorily, call the 
housewife and go over the range 
with her, feature by feature. Be sure 
she understands perfectly how to 
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Fig. 


operate her new range. 
this procedure materially 
service call-backs. 


Following 
reduces 


A domestic range control may 
be subjected to sustained periods 
of high ambient temperatures. 
That is, because of intensive top 
burner use, the zone surrounding 
the body of the control may exceed 
the normal expected temperature. 
After a period of years, the tem- 
perature dial may become difficult 
to turn. This means that the grease 
on the gascock plug must be re- 
newed. 

First, shut off gas in the supply 
line and turn the temperature dial 
(3) in Fig. 18 to the “OFF” posi- 
tion. Next, grasp bezel (17) and 
pull it .with spring (4) and dial 
(3) from shank of gascock plug 
(7). Loosen screws (27 and 28) 
about 4 complete turns, but do not 
remove. Then guide (18) may be 
rotated counter-clockwise and re- 
moved. Grasp shank of gascock 
plug (7) and pull out of body, 
without turning right or left. 
Clean gascock plug and cavity in 
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18. 


body with a solvent, such as car- 
bon tetrachloride. In applying the 
grease (and it should be of a type 
acceptable for use on your parti- 
cular gas), spread it thinly over 
the tapered surface of the gascock 
plug. Too much grease will clog 
the ports and restrict the flow of 
gas through the control. 

Before reassembling the gascock 
plug, notice the brass, bell-shaped 
piece (30) that extends through 
the end of the gascock plug. No- 
tice too, the two slots of unequal 
size in this piece. Now look into 
the cavity of the body. There you 
will see two brass arins (31) of 
unequal size, near the bottom of 
the cavity. These two arms slide 
into the two slots and, being of 
unequal size, the arms and slots 
must be matched. The inset (Fig. 
18) shows how these two parts 
mate when assembled. 

Line up the slots with the arms 
(the wide arm with the wide slot), 
and carefully insert the sascock 
plug into the body. A slight twist- 
ing motion as the plug is inserted 
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- BRUNWER LPG TRANSFER COMPRESSOR 


SINCE 


The earning power of a Brunner LPG Compressor 
is limited only by the volume of business you do! 


In every LP gas transfer, vapors are liquify and recover these vapors. 
left in the “emptied” tank...vapors Knowing the volume you handle, 
that could run as much as 5% of the you can quickly figure what this 
gallonage. Brunner LPG Compres- 5% can mean in dollars and cents 
sors, doing the transfer pumping, as a /oss or as an extra earning. 





Brunner Manufacturing Company 
Utica 1, N. Y., U.S.A. 


Send the LPG Compressor booklet to: 


Name 


FREE — This booklet has been used Company 

by scores of operctors os a guide 

to setting up a transfer plant. Dia- 

grams ond charts cover wiring, Address 
piping, valving. It olso contains a 

“trouble-shooting” section on LPG 

tronsfer problems. Hereis acoupon City and State 
request... we urge you to use it. 


BRUNNER MANUFACTURING COMPANY, UTICA 1, N. Y., U.S.A. 
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will allow it to drop into place 
easily. If this procedure is not fol- 
lowed, and the plug jammed into 
place, the arms will be bent with 
the possibility that the plug will 
not seat in the body perfectly. 
This will result in gas leakage 
with a resulting hazard. 

You may now reassemble the re- 
maining parts in reverse order. Be 
sure the temperature dial does not 
bind. If it does, loosen screws (27 
and 28) and realign guide (18) to 
eliminate the binding. 

Calibration is an_ operation 
which the man in the field is 
called upon to perform more often 
than any other. It is simply a mat- 
ter of making the temperature dial 
setting agree with the tempera- 
ture in the oven. Since 400° is in 
the middle of the baking range 
(300°-500°), it is best to perform 
the calibration at this tempera- 





ture. First, place your oven ther- 
mometer in the center of the oven 
and then light oven burner with 
temperature dial (3), pictured in 
Fig. 19, turned to 400°. Wait ap- 
proximately 10 minutes and take 
a reading. The oven door should 
be open for as short a time as pos- 
sible. A flashlight is helpful in 
reading the thermometer. Wait 
five minutes and take second read- 
ing. Continue to take readings at 
five-minute intervals until two 
consecutive readings agree with 
each other within five degrees. 
This indicates the oven has 
reached a stable temperature. The 
final reading should agree with 
temperature dial setting (400°) 
within 10°. If the variation is 
more than 10°, you may wish to 
recalibrate, as follows: 

As previously described, pull off 
dial, spring and bezel without 
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The Range that =——_— | 


Sells Itself! 


Prospects sell themselves 
on the beautiful new Modern 
Maid line of domestic cooking 
ranges .. . Modern Maids are 
the answer to your dreams of 
a fast-moving, high-prestige 
product... they answer your 
customer’s dreams of a long- 
service, up-to-the-minute cook- 
ing appliance. 

Designed especially for use 
with LP-Gas, the Modern 
Maids combine rugged, long-life con- 
struction with sleek modern design. 
Each oven is porcelained inside and 
out, insulated heavily with Fiberglas. 
Each burner has an individual drip 
pan, and manifold covers are recessed 
for cooler gas cock handles. 





There is a Representative or 
Factory Warehouse in Your Vicinity 


WRITE US FOR DETAILS 


Tennessee Stove Works 


Three Generations of Stove Building 


CHATTANOOGA 1,° TENNESSEE 


MAY — 1951 











MODEL BG-9300 PAC 


Deluxe features brought to the popu- 
lar price field. Equipped with auto- 
matic oven ignition, clock controlled 
oven, top lamp and clock, glass oven 
door and oven light. 





Come in and see the 


Modern Maid Line 
Booth 148 


L PGA CONVENTION 
Stevens Hotel, Chicago 
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turning dial from its 400° posi- 
tion. Loosen (but do not remove) 
the two screws (2) in calibration 
plate (32). Notice that the calibra- 
tion plate (32) is notched at the 
outside edge. Each of the notches 
is the approximate equivalent of 
25°. Therefore, if the oven tem- 
perature is 50° out of calibration, 
the adjusting screw (1) should be 
turned 2 notches in the proper di- 
rection. To further illustrate, if 
the oven temperature is 450°, then 
the adjusting screw should be 
turned two notches, counter-clock- 
wise. The two screws (2) are re- 
tightened and the other parts re- 
placed. Recheck calibration as be- 
fore and, if still not correct, the 
above procedure should be _ re- 
peated. 

Finally, the oven temperature 
should be checked at a lower tem- 
perature to determine if the dia- 
stat is satisfactory. A small leak 
in the diastat will permit tempor- 
ary control at one point (where 
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- 20. 


calibrated), but it will be out of 
calibration at another check-point. 
Therefore, turn the temperature 
dial to 300° and check the oven 
temperature at this lower setting. 

The most common complaint in- 
volving the domestic range control 
is that the oven over-heats. Na- 
turally, you will first attempt to 
adjust the minimum flame on a 
complaint of this kind. If it is not 
possible to reduce the main burner 
flame to the proper minimum, the 
next step is to check calibration 
(described previously). If the 
main burner flame still does not 
reduce to its minimum, it would 
indicate that dirt had lodged on 
the valve seat or valve disc. To 
clean, proceed as follows: 

Shut off gas in supply line and 
disconnect piping from outlet of 
control. Then remove the four 
screws (16) pictured in Fig. 20. It 
is now possible to separate the 
diastat housing (14) from the 
body (11). The valve disc (24) is 


BUTANE-PROPANE News 








expo 
may 
It: i 
valv 
and 
lint- 
valv 
clea 
not 
sen 








exposed and the disc spring (23) 
may be removed from the body. 
It is good practice to clean the 
valve seat and disc with a solvent 
and then wipe clean with a clean, 
lint-free cloth, NOTE: If the 
valve disc is not turned during the 
cleaning operation, calibration is 
not affected. Also, before reas- 
sembling the parts, the gascock 
plug should be removed, as de- 
scribed previously. This actually 
makes the reassembly much easier 
and eliminates the chance of dis- 
torting the brass arms (31). 

The fourth major cause of an 
over-heated oven is that the hy- 
draulic element is defective. It is 
possible to check the hydraulic ele- 
ment at any time you are able to 
reduce the main burner flame to 
its minimum. This is done by ro- 
tating the temperature dial, clock- 
wise, to a slightly higher setting. 
This will increase the size of the 
main burner flame. If the hy- 
draulic element is not defective, 
the main burner flame will reduce 
in size, automatically, in a few 
minutes’ time. 

The modern gas range is 
equipped with various types of 
controls which serve to make the 
operation of the range automatic. 
The systems are used in conjunc- 
tion with the oven temperature 
control. 

There are three types of auto- 
matic systems in use: 


1. Automatic shutoff with con- 
stant burning pilot. 

2. Single point ignition with au- 
tomatic shutoff. 


3. Electric ignition with auto- 
matic shutoff. 
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Clock control can be -used with 
any of these systems. We dc not 
propose to discuss Type 2 or 3 be- 
cause of space limitations, but 
refer you to manufacturer’s in- 
structions on their use and servic- 
ing. However, since most “CP” 
ranges are equipped with Type 1, 
we are including some information 
on this particular system. 

A range having the automatic 
shutoff feature means that the gas 
to both main burner and _ pilot 
burner is shut off in the event of 
pilot failure—if the shutoff sys- 
tem is 100%. The 100% automatic 
shutoff is mandatory on _ those 
“CP” ranges which are used on 
liquefied petroleum gas. 

Fig. 21 pictures a system which 
is typical of Type 1—automatic 
shutoff with constant burning 
pilot. In order to place this system 


MODEL BJ é TS-7 








100% AUTOMATIC SHUT-OFF 
Fig. 21. 
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in operation, the red button (36) 
is depressed. The depressing of 
this button raises shutoff valve 
disc (37) from the seat which per- 
mits gas to flow from manifold 
(A) to pilot burner (E) where it 
is lighted. 

Notice the fitting (B) on which 
the Model BJ (C) is mounted. The 
fitting is turned into the manifold, 
since it is solid at this point. 


Safe With Open Thermostat 


The depressing of the red but- 
ton (86) also closes interrupter 
valve disc (38) which means that 


no gas may pass to the main. 


burner (G) during the lighting 
operation. This, in turn, means 
safe lighting, even though the 
thermostat is open. The depres- 
sing of the red button accom- 
plishes one other thing. The arma- 
ture (39) is pushed against the 
pole faces of the horse shoe mag- 
net (40). 

After the pilot has been lighted 
and is burning, the red button is 
held in its depressed position for 
an additional 30 seconds. When 
the red button is released, a spring 
pushes it back to its original posi- 
tion and also lifts interrupter 
valve disc (38) from its seat. Dur- 
ing this 30-second period, the 
pilot flame, impinging on the ther- 
mocouple tip, has created enough 
electrical energy to enable the 
magnet (40) to hold the armature 
(39) to itself and keep the shut- 
off valve disc (37) open. 

Gas now can flow, not only to 
the pilot burner, but to the ther- 
mostat (C) as well. With the turn- 
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ing of temperature dial (3), the 
gascock (7) is opened and the 
main valve disc (24) is raised 
from the seat. Gas can now move 
on to the main burner (G) where 
it is ignited by the constant burn- 
ing pilot. 

In the event of pilot failure, the 
magnet releases the armature (39) 
and allows the shutoff disc (37) to 
close. The gas is trapped at this 
point and none can flow to either 
the main burner or the _ pilot 
burner. Thus, we have 100% auto- 
matic shutoff. 

Servicing and adjusting the 
thermostat is as we have described 
previously. Dismantling the TS-7 
(automatic shutoff control) is not 
recommended. If you are certain 
this unit is defective, REPLACE 
IT. There are several basic points 
to be remembered when servicing 
the pilot burner and thermocouple: 


Points to be Remembered 


1. The pilot flame should be soft 
and blue and impinge directly on the 
last %” to %” of the thermocouple 
tip. 

2. If the pilot flame is yellow and 
cannot be made to burn blue by ad- 
justing the primary air shutter (if 
so equipped), clean the primary air 
openings and the orifice. 

8. It may be necessary (if the 
magnet will not hold) to clean the 
tip of the thermacouple lead wire. 
Remove nut (41), pull out tip and 
clean. In retightening, do not force 





All drawings by Robertshaw-Fulton 
Controls Co., Youngwood, Pa. 
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the nut (41). A quarter- to half-turn 
past the finger tight point is suffi- 
cient. 

4. An electrical test kit which’ 
combines both a milli-volt meter (for 
testing the thermocouple) and a 
milli-amp meter (for testing the 
magnet) is a big timesaver in ana- 
lyzing and finding trouble. 


We have covered the major 
problems which arise in servicing 


controls as generally found on do- 
mestic ranges. For more detailed 
and specific information, we sug- 
gest that you write the manufac- 
turer. The manufacturer of the con- 
trol, and the appliance, is ready 
and willing —even anxious — to 
help with your field problems. 


Part 4 will discuss industrial controls. 


Dealers and Utilities Join Hands 
To Publicize Gas at Builders Show 


"ENTRAL Pennsylvania gas utilities 
joined forces with LP-Gas dealers 
and distributors to present the first 
joint cooking school to be held in that 
area, at Harrisburg, Pa., March 5-10. 

Held in conjunction with the Cen- 
tral Pennsylvania Builders’ Show, the 
cooking classes, appliance demonstra- 
tions and display booths drew well 
over half a million people. 

A. C. Horner, Inc., a large, bottled 
gas concern located near Harrisburg, 
was awarded first prize in the appli- 
ance division. A bronze plaque was 
accorded the win on the merits of a 
display which emphasized the wide 
variety of services performed by bot- 
tled gas. 

The cooking show theme, “Gas is 
Everywhere,” stressed availability of 
natural gas and LP-Gas for quick, 
safe, clean, economical and efficient 
service in every locality. Noted home 
economists prepared meals at each of 
the sessions and manufacturers 
demonstrated the latest model appli- 
ances. 

Approximately $3000 worth of auto- 
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A. C. Horner addressing attendants at 
the Central Pennsylvania Builders’ Show 
at Harrisburg in March. 


matic appliances and quality foods 
were given away at the event. Two 
major appliances were awarded each 
day and at the close of the program 
the grand prizes—Servel refrigerator, 
Caloric range and Ruud water heater 
—were given show-goers and these 
were installed on winners’ premises 
without charge. 

Manufacturers presenting demon- 
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The scene of the Harrisburg, Pa., gas cooking school which drew enormous crowds 
to the Central Pennsylvania Builders’ Show. 


strations and informative talks on 
their products include Tappan Stove 
Co., A. O. Smith Corp., Servel, Inc., 
Caloric Stove Corp., Bendix Home Ap- 
pliances, Inc., Cribben & Sexton Co., 
Ruud Manufacturing Co., Geo. D. 
Roper Corp., John Wood Co., Norge 
Div. of Borg-Warner Corp., and the 
Philadelphia Gas Works, according to 
A. C. Horner, who was co-chairman 
of the LP-Gas promotion committee. 
The United Gas Improvement Co. 
and a total of 14 bottled gas dealers, 
eight bottled gas distributors, two 
LP-Gas suppliers, 14 product sup- 
pliers, and UGI utility men cooperat- 
ed to make the show a huge success. 
Sponsors and officials pointed to the 
fact that the first united effort of the 
LP-Gas and city utility industries in 
that area had been responsible for the 
tremendous attendance at both cook- 
ing schools and appliance exhibits. 


156 


Plans are currently being prepared 
for the joint presentation of another 
show at the first opportunity. In the 
words of sponsors, “Inter-industrial 
cooperation has paid off.” 


“Lessons From Fire Losses”’ 
Available From NFPA 


Large-loss fires ($250,000 or more 
damage) increased 12% in 1950 over 
the previous year in the United States 
and Canada and caused 26% more 
damage, the National Fire Protection 
Assn., non-profit fire control group, 
reports. 

The findings of the NFPA have 
been compiled in a 64-page illustrated 
booklet, “Large Loss Fires of 1950 
and Their Lessons” which is avail- 
able from that organization at 60 
Batterymarch St., Boston, for one 
dollar a copy. 
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This Fort Wayne (Ind.) Transit, Inc., 
bulk plant supplies 5 propane 
Twin Coach buses. The entire fleet 
of 30 buses will be converted. 











Bus Drivers Go to School 


N the North Park bus terminal 

on Chicago’s Northwest Side, 
eight men in drivers’ uniforms at- 
tentively watch a movie-slide screen. 
The subtitle. shown there says, 
“Let’s Get Acquainted With Pro- 
pane!”’ 

That is the purpose of the train- 
ing course instituted by the Chi- 
cago Transit Authority a few 
months ago—to acquaint their bus 
drivers with every detail of pro- 
pane and of the recently purchased 
propane-fueled buses. Already 750 
drivers at stations in three differ- 
ent sections of the city have com- 


By Carole D. Lindgren 


pleted the course. Ultimately, ap- 
proximately 2000 men who will 
handle the new buses will be given 
training, at the rate of about 100 
each week. 

“Probably we could have done 
without any special training,” says 
Charles Keiser, executive assistant 
in charge of personnel. “Of course, 
any experienced driver can get into 
a propane bus and drive away and, 
to all appearances, it is no differ- 
ent than driving any other bus. 
But there really are differences, 





Showing of 30 colored sound-slides introduces Chicago’s bus drivers to the history and 
development of propane. 
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Cover of bus driver instruction booklet 
issued by Chicago Transit Authority. 


and to get the longest life from the 
machine, as well as the fullest bene- 
fit of the advantages of propane, 
we thought it best to give instruc- 
tion to all of our employes who 
will handle the new buses.” 

With the delivery in Chicago on 
Dec. 18 of the first dozen of the 
500 vehicles on order, plans for 
the drivers’ training were put in 
action. Under the direction of G. 
Wagner, supervisor of the train- 
ing department, a booklet had been 
prepared and printed which gives 
the history of the development of 
LP-Gas and explaining the manner 
in which the fuel is converted in 
the motor. Explicit directions for 
use of the various valves and 
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switches are also included. The 
short course of instruction and 
demonstration augments these 
booklets, which are distributed to 
all drivers. 

Thirty color slides, supplied by 
the Twin Coach Co., manufactur- 
ers of the buses, are shown to the 
men, illustrating the origin, manu- 
facture and use of propane. These 
slides show how LP-Gas changes 
from liquid to vapor and stress 
safety measures in handling the 
buses. Then, in groups of not over 
eight, the drivers are taken over 
one of the new buses by an in- 
structor. 


Small Classes, Better Results 


“We restrict classes to a maxi- 
mum of eight men,” explained J. R. 
Blaa, training assistant of the 
C.T.A., “because a larger group 
defeats our purpose of desiring 
every man to see clearly everything 
pointed out by the instructor. The 
men are shown the construction of 
the fuel system and are given a 
thorough briefing on the locations 
and uses of all switches, valves and 
gauges. They are also instructed 
on the handling of the fire extin- 
guishers, which are somewhat dif- 
ferent from those which they are 
accustomed to.” 

Frequently drivers ask about 
starting the new buses. Of course, 
the mechanics of this and other 
operations are fully explained. They 
are also warned that the ease with 
which the propane motor starts in 
cold weather is deceptive and that 
the motor should be allowed to 
warm up in spite of this. 

“How is pickup?” This is an 
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Instructor M. Cooper giving driver part 
of his training on propane bus. 


important matter to drivers in 
maintaining their schedules. They 
are told that the carburetor can 
be adjusted so that the accelera- 
tion rate is standard, and it is 
emphasized that propane is more 
powerful because it is more effi- 
cient. 

Naturally, questions are asked 
concerning the possibility of fire; 
drivers are assured of the buses’ 
safety in this regard. 

“A  propane-fueled bus is no 
more dangerous than a _ gasoline 
bus, if you are equally careful with 
it,” says Mr. Blaa. “Even if there 
were an accident, it seems to me 
the propane bus is less dangerous, 
for such extra precautions have 
been taken to insure its safety. The 
fuel tank is built of heavy steel and 
to strict specifications and there- 
fore far less subject to rupture 
than gasoline tanks.” 

A maintenance course is also 
being given for mechanics and 
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other employes who care for the 
buses. In addition to the booklet 
and slide pictures, these classes 
use a model engine to demonstrate 
factors in learning the care of the 
engines. They are especially in- 
structed in the transportation, stor- 
age and transfer of the fuel. 

Several Chicago bus lines have 
already been equipped with the 
propane buses, and other will be 
changed over as fast as the new 
units are received. In the future 
the C.T.A. plans to have all em- 
ployes stationed at the depots from 
which the new buses operate, as 
well as the drivers, receive instruc- 
tion which will thoroughly acquaint 
them with the use and advantages 
of propane-fueled buses. 


Omaha and Council Bluffs 
Will Have Propane Buses 


Omaha and Council Bluffs Street 
Railway Co. is currently putting 85 
propane-fueled buses into operation 
in the Omaha, Neb., area. The fleet 
will include 25 new Twin Coach, pro- 
pane-burning vehicles and 60 convert- 
ed buses. 

The company has recently been in- 
stalling six large propane storage 
tanks. Each has a capacity of 30,000 
gallons, is nine feet in diameter, 
approximately 60 feet long and 
weighs 40 tons. 

Manufactured in Chicago, the tanks 
required two railroad flat cars each 
for transport and a special trucking 
rig for final delivery to the site of 
installation. One tank was installed 
in a combination car barn and dis- 
pensing station, another was buried 
at another bus barn and four more 
were scheduled for a bulk storage 
yard near railroad facilities. 
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MODERN MACHINERY 





CITI DEALERS SELL CHEAPER POWER BY THE HOUR! 
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Here are the A-B-C reasons 


YE +0 GREATER LP VOLUME 
/ THRU YOUR MM DEALER! 





why the farm market for LP 


gas is wide open for greatly expanding your sales volume: 


A. LP farm tractor operators purchase 
6 to 12 times more fuel than domestic 
users. 

B, Existing LP gas storage facilities for 
domestic requirements can be used for 
tractor or engine supply and vice versa 
to minimize installation cost. 

C, Selling LP gas equipment is easy sell- 
ing because: (a) LP gas costs less per 
gallon. (b) LP gas is a clean fuel that 
eliminates carbon and sludge for longer 
engine life and greatly reduced repairs. 
(c) LP gas is a dry gas that does 
not wash oil from cylinder walls or di- 
lute crankcase oil—greatly minimizes 
wear and means 3 to G6 times longer life 
from oil and oil filter cartridge. 
(d) Rated at approximately 100 octane, 
LP gas burns evenly without “‘ping”’ for 
uniform bearing pressure to insure 
longer bearing life. (e) LP gas produces 


about 10% more hp than gasoline with J 


MM engineered equipment and oper- 
ates at lower temperature because more 


energy is transformed into power rather |... 


than engine heat. 


Remember every MM tractor or power 
unit sold in your area means more sales 
volume on LP gas without service prob- 
lems because: (a) MM factory-built LP 
gas tractors and engines will build the 
reputation of LP gas as a good econom- 
ical fuel. (b) MM LP gas models are de- 
signed and. built for best performance 
and economy and meet all state safety 
regulations. (c) MM dealers offer quick 
service and parts replacement on all 
MM LP gas tractors and engines that 
they place in their territory. 


Why not compare lists of LP gas farm users or 
prospects with your MM Dealer today? 











MINNEAPOLIS-MOLINE 


Me Bt ee) ee 


MINNESOTA 
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LP-Gas 
Filling 
‘Station 
Directory 














ARKANSAS 
El Dorado 
Butane Carburetion & Supply 
1414 E. Hillsboro 
COLORADO 
Loveland 
Public Gas & Equipment Co. 
S. Lincoln Ave. 
Phone: 0384-J2 for 24-hr. service 
ILLINOIS 
Mt. Carmel 
Liberty Propane Gas 
927 N. Market St. 
Open 24 hrs. 
Day phone: 245 
Night phone: 1057 or 447R 
OHIO 
Springfield 
Rural Natural Gas Co. 
3422 W. Main St. 
US Hwy. 40, 1 mi. W of city 
OKLAHOMA 
Oklahoma City 
Home Modern Gas Co. 


6000 E. Reno 
Open 24 hrs. 
Ada 


Parker Fuel Co. Inc. 
207 E. Main St. 
Conversions; service 
Open 10 hrs. 
Blackwell 

Kay Gas Co. 

1909 S. Main St. 
Conversions 

Open 10 hrs. 
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Denver-Boulder Buses 
Convert to Propane 


Another major bus line has con- 
verted to LP-Gas—and in the process 
has done an excellent job of inform- 
ing the public of the fuel’s advan- 
tages. 

Denver-Boulder Bus Co.’s_presi- 
dent, I. B. James, pointed out reasons 
for the conversion program at a press 
interview. He estimated that the com- 
pany would save 1% cents per mile, 
which permits the line to operate at 
a saving of $450 per month below the 
cost of gasoline. 

It was also noted that length of 
engine life was increased 50% be- 
cause of the carbon-free combustion 
characteristics of the fuel. Special 
piston installation and cylinder head 
modifications were explained as the 
means of obtaining maximum power 
and performance from propane’s rel- 
atively high octane rating. Also noted 
was the use of converters and special 
carburetors. 

Denver-Boulder Bus Co. obtains its 
fuel from the Phillips Petroleum Co. 
Denver bulk plant which, in turn, is 
fed by pipeline from Borger, Texas. 

According to Mr. James, his com- 
pany is the first to put an LP-Gas 
fuel bus into operation in Colorado. 
Subsequent conversion has been made 
at the rate of two buses per month. 


Western Service School 
Will Feature Carburetion 


LP-Gas carburetion has been added 
to the subjects to be covered at the 
Western LP-Gas service school sched- 
uled for Aug. 29-31 at the University 
of California in Berkeley. 

Last year’s attendance at the school 
numbered 1385 and plans are being 
made this year for 200 or more. 
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Current News From Washington 


JNSTO-GAS Corp., Detroit, has filed 
an answer with the Federal Trade 
Commission denying charges of mon- 
opolistic use of exclusive-dealing and 
tying contracts in the sale or lease 
of propane gas cylinders, in violation 
of Section 3 of the Clayton Antitrust 
Act. (BUTANE-PROPANE News, April, 
P. 90.) 

The answer admits that Insto-Gas 
leases its cylinders on the condition, 
agreement or understanding, that the 
lessees shall purchase from it or its 
authorized distributors all the gas 
used in the operation of the cylinders 
and use with them only Insto-Gas 
appliances purchased from it or from 
authorized distributors. It denies, 
however, that these conditions apply 
to the sale of cylinders or appliances. 

Denying that any competitor sells 
or leases “exactly similar cylinders,” 
the answer also disputes the allega- 
tion that the corporation’s practices 
have hindered, lessened, or suppressed 
competition. 


Safety Factor Concerned 


The answer contends that “the 
agreements made by respondent with 
its distributors and with the lessees 
of its cylinders relating to the refill- 
ing of such cylinders are calculated 
and reasonably necessary to permit 
the respondent to keep its cylinders 
in safe condition and repair; to avoid 
violations of State laws and safety 
1egulations prohibiting the unauthor- 
ized refilling of cylinders; to avoid 
violations of the Interstate Com- 
merce Commission’s regulations pro- 
hibiting the transportation of im- 
properly refilled cylinders; to protect 
the respondent’s good will and the 
reputation and standing attached to 
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By Larston D. Farrar 
Special Correspondent 


its trade-mark; to avoid violations 
of Federal and State trade-mark acts; 
and to prevent unfair competition 
contrary to Federal and State stat- 
utes and to the common law. 

As to agreements between Insto- 
Gas and its lessees with reference to 
the attachment of Insto-Gas cylinders 
to Insto-Gas tools and appliances, the 
answer contends these are “reason- 
ably calculated to insure ... the suc- 
cessful and safe use of Insto-Gas 
cylinders.” It adds that Underwriters 
Laboratories, Inc., has approved In- 
sto-Gas equipment “for use as a 
system consisting of the respondent’s 
Insto-Gas cylinder when filled or re- 
filled by respondent or under respon- 
dent’s direction, and connected to a 
torch, furnace, or tool sold by re- 
spondent, by a hose or connecting 
device sold by respondent.” Under- 
writers Laboratories, Inc., “has re- 
fused its approval for respondent’s 
torches, furnaces or tools unless so 
connected and used,” according to the 
answer. 

Insto-Gas deposes further that it 
has not “limited the right of its 
lessees to use or deal in the goods of 
the respondent’s competitors,” but 
that they are “free to buy or to lease 
«Ss many other cylinders of LP-Gas 
and as many torches, furnaces, tools 
and appliances as they please, and 
to use them or deal with them as they 
may be advised.” 

Another allegation denied by the 
answer is that Insto-Gas is “among 
the largest owners, lessors or vendors 
of cylinders for the containing of 
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compressed gas.” The corporation 
says the quantity of liquefied petro- 
leum gas it sold in 1949 and 1950 
was about .000218 of the total vol- 
ume sold in the United States. 

After an examiner’s decision, either 
the FTC or the corporation will have 
the right to appeal to the full Fed- 
eral Trade Commission for full hear- 
ing of the case. 


LPGA Washington Bulletin 


One new provision of the organiza- 
tion chart of PAD proposes a specific 
category for the LP-Gas industry 
with a competent administrator. 


A 20% cutback in steel went into 
effect in March for the second quar- 
ter and is based upon average con- 
sumption for the first half of 1950. 
It affects all appliances and many 
other items. 

6 


Approximately 100 propane cars 
now leased to the industry by the 
army are due to be -called in and 
leased to Rubber Reserve for buta- 
diene transportation for several 
months. 

« 

The Interstate Commerce Commis- 
sion has approved interim freight 
rate increases of 4% in the East and 
2% in other areas, effective April 1. 


New Mexico Dealers Defeat 
Unfriendly Legislation 


The New Mexico Liquefied Petro- 
leum Gas Assn. was on the job to 
protect its interests at final sessions 
of the state legislature at Santa Fe 
in March. Members from Raton, Las 
Vegas, Roswell, Clovis, Taos, Albu- 
auerque, Espanola and Santa Fe 
“practically pitched their tents in the 
capitol” according to their attorney, 
George W. Hannett. 
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Therefore, they have themselves 
and their organization to thank, Mr. 
Hannett thinks, that the following 
proposed legislation did not become 
law: ‘ 

A bill to transfer LP-Gas dealers 
from authority of the Public Service 
Commission to the State Corporation 
Commission. 

A bill to increase LP-Gas dealers’ 
license from $50 to $150. 

A bill which, through mis-wording, 
would have made every LP-Gas con- 
cern in the state a public utility. 

The New Mexico association spon- 
sored a series of meetings in the 
six districts of the state in April to 
hear Ed Podjorski, of the U. S. 
Bureau of Mines, speak on the “Magic 
of Fire.” 


Water Heaters Removed 
From M-47 


The National Production Authority 
has issued an amendment to M-47 
which removes water heaters from 
under the limitations of the previous 
List A. 

In releasing the amendment, the 
NPA states that the action was to 
assure the continued production of 
consumer durable goods in propor- 
tionate amounts for the civilian econ- 
omy. Much credit for this exemption 
goes to the Industry Task Committee 
of GAMA’s water heater division. 


Sources for Pamphlet No. 58 


Copies of Pamphlet No. 58 may 
be had, free of charge, from any of 
the following offices of the Nation- 
al Board of Fire Underwriters: 85 
John St., New York City; 222 
West Adams St., Chicago; Mer- 
chants Exchange Bldg., San Fran- 
cisco. 
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MODEL “UT-2” VAPORIZER 
AND REGULATOR 

Combines two stages of regula- 
tion... primary and secondary, 
with vaporizer interposed. Com- 
pact in design for ease of 
installation. 





MODEL “M” ADAPTOR 
CARBURETOR 

Designed to fit in air cleaner 
to carburetor air pipe, by 
means of hose and clamps. 
Permits use of factory 
equipped gasoline carbure- 
tor and governor hook-up. 
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"Pafit-Wise” 
L.P.G. DEALERS 


LOOK TO 


7.T. p Pa 
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Feature for feature . . . Roadmaster is 
the “number one” performer in the L.P. 
Gas Carburetion Field. Proven perform- 
ance and customer satisfaction are the 
results of 15 years of experience and 
skill in the development and manufacture 
of L.P. Gas Carburetion Products. Sell 
the best . . . Sell Roadmaster. 


“Profit-Wise” dealers all over the 
country are taking advantage of 
Roadmaster’s quality and perform- 
ance features to set amazing sales 
records. 


Write Today... 
For Roadmaster’s “Sales and Profit” Story 


Rosdmaster PRODUCTS COMPANY 


3350 San Fernando Road 
Los Angeles 65, California 


Roadmaster Products Are All Ways Dependable 
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NATIONAL Custom Built 


LP GAS TRACTOR AND TRUCK TANKS 
ICC BOTTLES & BRACKETS 


Wire—Write In 2 tock for 
: rompt 
Phone Shipment 


Custom Built Tractor Tanks 
Motor Fuel Tanks 
ICC Bottles & Brackets 
National—Algas—Roadmaster 
J&S Carburetion Equipment 
National Tractor 
Vapor & Liquid Kits 


Write for Descriptive Literature 


L.P.G. Carburetion, Inc. 


450! Greely St. Houston, Texas 
P. ©. Box 6267 Phone KE-8690 








Santa Fe ‘“‘Custom-Built’’ 
LP-Gas Tractor & Truck Tanks 








Santa Fe “Custom-Built’ 
LP-Gas Tanks are available 
for any Tractor or Truck 
requirement. Designed for 
fast, simple and inexpensive 
installation. Many stock models available, 
including brackets—others fabricated to speci- 
fications. Licensed and bonded in states where 
required. Tanks comply with N.B.F.U. require- 
ments. U. L. approved valves—excess flow 
protection. Highest standards of engineering, 
materials, and workmanship. 
Write for specifications and counsel. 


Engineering & 
anta Se Equipment Co. 


3814 Fruitland Ave. . Maywood, Calif. 
2830 Sand Springs Rd. e Tulsa, Okla. 
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First Meeting for 
Southeast District 


By Paul Lady 


HE 1951 LPGA Southeastern Dis- 

trict convention and trade show 
held in Atlanta, March 19-21, proved 
the association’s integration program 
has gained wide acceptance among 
LP-Gas dealers in the South. 

The five-state meeting, which in- 
cluded Georgia, Alabama, Florida, 
and North and South Carolina, 
brought together more than 500 in- 
dustrymen. Forty states were repre- 
sented at the meeting, indicating a 
widespread interest in the growth of 
the LP-Gas industry in the southern 
area. 

New officers were elected for four 
of the five state associations at sep- 
arate meetings held during afternoon 
sessions. Those elected include: 

Georgia: President, Kingsley Weatherly, 
DeKalb Gas Co., Stone Mountain; vice presi- 
dent, Lou Hill, Reliance Gas Corp., Columbus; 
secretary-treasurer, Sidney Stapleton, Georgia 
Automatic Gas Co., Atlanta; new director, 
Ken W. Mattox, Propane Gas Service, La 
Grange. 


Alabama: President, Jim Chancey, Druid 
Butane Gas Co., Tuscaloosa; vice president, 





TOM FIELDS CHESTER BLOME 
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the: most wanted 
LP-gas carburetor 
in America today 
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Here are the outstanding reasons: — 
(1) With ENSIGN Carburetion the 
engine starts easily. (2) Engine runs 
well and economically. (3) The carbu- 
retor stays in adjustment. (4) ENSIGN _ 
- equipment is built well to rigid stand- -: 





- ards and lasts for years. (6) It is a : 


to service. (6) When it needs 
parts are readily available for even 


very old models. (7) It costs little or 


no more. (8) It is the popular choice: 
throughout the world. 
All of this because, in the first. place, 


the equipment was designed by carbu- _ 


retor engineers. Insist on ENSIGN— 
nothing less. : 


ENSIG 





CARBURETOR COMPANY | 
oe. 7010 S$. ALAMEDA ST., P.O. BOX 229 
ee HUNTINGTON PARK, CALIFORNIA. 


‘Seamek Lester 2330:W. 58th St.; maps ae: bs i, 
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FOR BETTER 


CONVERSIONS 
(TO L-P 
GAS) 








Make every conversion a better in- 
stallation by using an Ellis Manifold 
_ designed especially for LP-Gas. Your 
customers will find they get more 
power and mileage . . . and you will 
get more customers. 

Ellis “Bu-Power” Manifolds have been 


tested and proven by hundreds of suc- 
cessful installations. 


ELLIS MANIFOLD CO. 


1708 S. Soto St., Los Angeles 23, Calif. 














GAS or L-P GAS 


You will never get stuck with a Dix— 
Because ALL Dix units work equally 
well with Gas or L-P Gas. 


Check these Dix features 
J SIMPLICITY 


J EASE OF INSTALLATION 
/ ECONOMICAL OPERATION 


Dix Manufacturing Co. 


3447 E, Pico Blvd., Los Angeles 23, Calif. 
Export: 301 Clay St., San Francisco 











170 





JAS. L. CHANEY M. L. BAILEY 


William Gordy, Capitol Liquid Gas Co., Mont- 
gomery; secretary-treasurer, George Allen 
Smith, Coosa Gas & Appliance Co., Gadsden. 


North Carolina: President, M. L. Bailey, 
Gem Automatic Gas Co., Granite Quarry; vice 
president, H. M. Dickens, Whiteville Gas Co., 
Whiteville; secretary-treasurer, William C. 
Garner, Garner Gas & Equipment Co., Farm- 
ville; director, District 1, R. S. Steele, Steele 
Rulane Gas Service, Hickory; director, District 
3, Clyde Collier, Collier Gas & Appliance Co., 
Whiteville. 


South Carolina: President, E. K. Butler, 
Dualane Gas Co., Columbia; vice president, 
Henry A. Cauthen, South Gas Co., Lancaster. 


Elections for new state officers for 
Florida were to be held at the meet- 
ing scheduled for the Florida LP-Gas 
Assn., April 19-21, at Hollywood, Fla. 

The three-day meeting at Atlanta 
featured a rounded program of tech- 
nical discussions, business meetings, 
and social events. An added attrac- 
tion at the show was the exhibit of 
LP-Gas appliances and equipment. 
Eighteen local and national organ- 
izations displayed their wares. Every 
exhibitor expressed pleasure at the 
continued interest shown by LP-Gas- 
men throughout the exhibition periods. 

One of the highlights on the pro- 
gram at Atlanta was the outstanding 
presentation given by C. E. Blome on 
the “Importance of Venting.’ Widely 
known for his illustrated talk on 
venting, Mr. Blome again brought 
home to those present a valuable 
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BUILD SUMMER LOADS 


Converting your customers’ tractors to 
LP gas means big savings to them... 
greater profits to you...with big 
summer loads. 





The J. & S. Conversion Kit is furnished either in 
the T-1-BR Liquid Kit (with vaporizer) or in the 
BR-Vapor Kit (without vaporizer). In certain 
cases, where the vaporizer is not required the 
BR Vapor Kit may be used...and later, if 
needed, the vaporizer can be added without 
further change of regulator. 
USES ORIGINAL CARBURETOR 

J. & S. Conversion units can be spudded in di- 
rectly to original equipment carburetor on any 
tractor ...no changes are necessary to throttle 
or choke controls or governor adjustment. 

Kits come complete with all necessary hose and 
fittings and can be installed in a few hours. 
T-2-BR KIT 
For trucks with engines up to 175 HP, T-2-BR 

Kit also available. 





Write for detailed information or 
nearest distributor’s name. 


. & S. CARBURETOR CO. 


2634 N. Beckley Dallas, Texas 
L. P. Gas Conversions since 1934 


MANCHESTER TRACTOR TANKS 


give Custom Conversion 





















For the type of tractor illustrated 
they provide streamlined, factory- 
installed appearance. The driver has 
unimpaired vision and _ protection 
thru built-in hot air stops, and 
combination hood supports. 


Tanks come equipped with mounting 
brackets requiring no drilling; in- 
Stallation time is reduced to an 
absolute mini —no di bly 
of steering column. 





All valves are UL approved and 
conform to all industry standards. 


Custom designed Manchester tanks 
With suitable mounting brackets are 
available for all makes and models 
of trucks and tractors. They are 
machine welded and manu- 
factured by production line 
methods for uniform strength, 
dependable service and fin- 
ished appearance. 


NCHESTER 





Operating safety and 
savings are the result of 





Manchester’s field ex- 
perience with all types 
of mobile equipment. 
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WELDING & FABRICATING CO. 
2880 Norton Ave., Lynwood, Cal. 
Phones: NE 1-9357 NE 6-7839 
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got 'N GAS HEATERS BY TH, 


RADIANT 
FRONT 


LOUVRE 
FRONT 


Outstanding Features: Triple 
Heat Exchanger; Stiglitz “Blue- 
Streak” Burner; advanced styling. 
Fully automatic control and direc- 
tional blower available at extra 
charge. Catalogue on Request. 


STIGLITZ 


FURNACE & FOUNDRY CO., INC. 
LOUISVILLE 3, KY. 2 


OL pest STOVE FACTORY ww 


ad A8 SYILVIN syoN 


» 


K. WEATHERLY 


message on this important subject. 
All he had to say was eagerly ac- 
cepted by an interested audience. 

Mr. Blome’s five basic rules for 
good venting include: 


1. Keep the flue gases hot. 


2. Follow the vent manufacturer’s installa- 
tion instructions. 


8. Select the proper vent size. 
4. Provide constant fresh air replacement. 
5. Install a draft diverter. 


An informative illustrated book- 
iet covering these five points in detail 
may be obtained by writing Mr. 
Blome’s company, William Wallace 
Co., Belmont, Calif. 

Harold E. Jalass, vice president of 
Cribben & Sexton Co., gave new life 
and glamour to the subject of selling 
LP-Gas and the appliances that use 
this fuel. Long an authority on sales 
and promotion, Mr. Jalass urged 
industry members to believe in their 
industry—to train new salesmen all 
the time—and to go out and sell gas 
against their ever-growing competi- 
tor, electricity. 

Lee Brand, chairman of the Na- 
tional Committee for LP-Gas Promo- 
tion, spoke on a subject he intimately 
knows because of his untiring efforts 
to put across the promotion program. 
Mr. Brand told attendants that the 
program was no longer a dream—but 
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« full-fledged program in full swing. 

The final talk of the meeting was 
by Paul Welch, vice president of 
Citizens & Southern National Bank, 
Atlanta. Mr. Welch discussed the sub- 
ject of getting credit for expansion 
for the sale of systems and appli- 
ances to customers. He pointed out 
that his organization has already 
loaned this industry over $2,000,000. 
They have faith in it and want to be 
a part of it. But, he warned, if LP- 
Gas dealers are to obtain loans from 
banks they must keep better account- 
ing systems. He urged training in 
this direction. The keen interest 
shown by the group in an open dis- 
cussion following Mr. Welch’s talk 
indicated the desire for more infor- 
mation along this line. 

Presiding at the various meetings 
were the outgoing presidents of sev- 
eral state associations: W. S. Lander, 
North Carolina; Richard M. Mills, 
Georgia; G. B. Sheppard, South Car- 
olina; and J. A. Garfield, Florida. 

The success of the combined asso- 
ciation meeting was due to a large 
extent to the outstanding direction 
by the section’s new secretary, Tom 
Fields. He proved his ability to co- 
ordinate the activities of five state 
associations into one of the best 
meetings LPGA has ever held. 


Missouri Dealers 
Given Selling Tips 


By Craig Espy 


J. VANDAGRIF, sales official of 
"Laclede Gas Light Co., St. Louis, 
told members of the Missouri LP- 
Gas Assn. who met in St. Louis, 
April 4-6, that there is much more 
to selling and distributing LP-Gas 
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Because of steel alloca- 
DOWNINGTOWN 


may have to limit the 








tions, 


fabrication of Butane- 
Propane Tanks. If, how- 
ever, you can secure a 
D.O. 


form of priority, 


other 
the 


rating or 
problem is simplified 
and we will be glad 
to cooperate with you 


in supplying your needs. 


DOWNINGTOWN IRON WORKS, INC. 
DOWNINGTOWN, PA 


STEEL & ALLOY PLATE FABRICATION 
HEAT EXCHANGERS 











NEW YORK OFFICE, 30 CHURCH STREET 
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New officers and directors of the Missouri LP-Gas Assn. 








(seated, left to right): 


O. E. Mueller, Crump Taylor, A. W. Scofield (president), Robert W. Hadlick (execu- 
tive secretary). Back row: W. A. Schuette, Wayne Werges, John Miller, A. C. Turner, 
W. W. Beckett. 


than the mere sale, itself. He pointed 
out that after the sale comes the 
service responsibility and public re- 
lations. 

“You as an individual will grow,” 
he said, “as long as you accept these 
extra responsibilities.” He also urged 
the delegates against straying from 
the gas picture, that is, against han- 
dling products that do not utilize 
LP-Gas. He pointed out that some 
of these appliances are highly com- 
petitive and also are short on profit. 

A. H. Bauer, Morgan County Gas 
Co., Versailles, Mo., president of the 
group, presided over the three-day 
conference and trade show. Robert 
W. Hadlick is executive secretary. 
Approximately 300 registered for the 
meeting. 

Lee A. Brand, chairman of the Na- 
tional Committee for LP-Gas Promo- 
tion, reported that 728 companies 
were now participating in the na- 
tional advertising program. 

New officers and directors elected 
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at the convention include the fol- 
lowing: 

President—A. W. Scofield, Mis- 
souri-Midland Gas Co., Kirksville. 

Vice President—Melvin Hall, Tri- 
State Gas Co., Noel. 

Treasurer—O. E: Mueller, Butane 
Gas & Appliance Co., Webster Groves. 

District 1—R. E. Seidel, Chairman, 
Chillicothe Bottle Gas Co., Chilli- 
cothe; A. C. Turner, Turner Service, 
Chilhowee; W. W. Beckett, Hetro 
Gas Co., Cameron. 

District 2—K. H. Dickson, Chair- 
man, Uregas Service, Inc., Moberly; 
John Miller, Miller Ruralgas, Van- 
dalia; Wayne Werges, Elsberry Gas 
& Electric Co., Elsberry. 

District 83—Crump Taylor, Chair- 
man, Burtay Gas Co., Appleton City; 
L. C. Fritts, Economy Gas Co., 
Springfield. 

District 4—E. A. Reutner, Chair- 
man, Community Propane Gas Co., 
Overland; W. A. Schuette, Hausgas, 
Inc., Washington. 
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Petroleum Trading & Transport 
Co., Tulsa, Okla., has announced the 
appointment of James Vance to its 
natural gasoline and LP-Gas sales 
division. Mr. Vance joined the com- 
pany on April 1 after having been 
associated with the natural gasoline 
and LPG sales division of Sinclair 
Oil & Gas Co. for the past 11 years. 
A. F. Boudreau, Jr., is president of 
Petroleum Trading & Transport Co. 
and D. L. Harlow is director of the 
natural gasoline and LP-Gas sales 
division. 


Edwin Heina, for 43 years asso- 
ciated with Perfection Stove Co., died 
suddenly March 29 at his home in 
Cleveland Heights, Ohio. He was 74 
years old. 

In 1908 Mr. Heina came to the 
Cleveland Metal Products Co., parent 
company of Perfection, as employ- 











ment manager. He held various other 
posts with the company and in 1925 
he was elected treasurer. He was a 


member of Perfection’s board of 
directors. 
The Santa Fe Engineering and 


Equipment Co., of Maywood, Calif., 
announces the opening of its new 
Tulsa, Okla., plant. It will cover an 
area of 1% acres with the building 
itself occupying approximately 25,- 
000 feet. 

The plant will feature modern 
eauipment for the mass production 
of LP-Gas fuel tanks for tractor, bus 
and truck conversions in addition to 
manufacturing tanks for several of 
the major tractor manufacturers for 
their factory installations. 

Santa Fe builds a custom built tank 
for all standard tractor models that 
are still in use. Harold D. Robinson, 








The Tulsa, Okla., plant of the Santa Fe Engineering & Equipment Co. 
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owner and president of the company, 
will reside near the new plant. The 
company’s general offices are at 3810 
Fruitland Ave., Maywood, Calif. C. G. 
Reavis is general manager. 


United Petroleum Gas Co., Minne- 
apolis, has announced the appoint- 
ment of Arthur Delau as manager 
of its supply and transportation de- 
partment. He has had many years’ 
experience in the transportation and 
supply branches of the LP-Gas in- 
dustry. 

Mr. Delau replaces W. A. Powers, 
who was recently named assistant 
director of supply and _ transporta- 
tion for the Petroleum Administra- 
tion for Defense in’ Washington, D.C. 


Norris Stamping & Manufacturing 
Co., Los Angeles, which last year 
purchased Compressed Gas Cylinders, 
Inc., has changed its name to. Norris- 
Thermador Corp. K. T. Norris con- 
tinues as president. W. E. Cranston 
is first vice president. 

R. G. Smith, formerly vice presi- 
dent of Compressed Gas, continues 
as manager of sales, Cylinder Divi- 
sion; Lee Parker and Rodney Mas- 
tick will act as sales representatives 
covering the West and East, respec- 
tively. R. F. Dunston is manager of 
sales and service. 

The change of name does not affect 
the operation or personnel of the 
cylinder division which manufactures 
LP-Gas and other high and low pres- 
sure gas cylinders. 















means FAST ACTION and ECONOMY 


FOR THE MAN WHO CARRIES THE TORCH | 


+ 

























vat 


The Weldit paint burner uses propane and atmos- 
pheric air. The Weldimatic trigger control auto- 
matically reduces the working flame to a small 
pilot light when the torch is not in actual use. This 
Weldimatic torch is successfully used by painters 
for removing paint, by farmers for heating tractor 
manifolds, thawing tractor treads and for a) 
ing fowl. The C-48-B Weldimatic is recommended for 
railroads, bridge and ship main- 
tenance . . . machinery rebvild- 
ing and installing asphalt tile. 












991 OAKMAN BLVD. 


CANADIAN DISTRIBUTORS 
881 BAY STREET 


SINCE 1918 


TORONTO 5, ONT., CANADA 





oo G 


One of the world’s most 
famous Navies saved two- 
thirds of the time and cost 
removing paint from battle 
craft with Weldit C-48-B 
Weldimatic Paint Burners. 
It will save time and money 
for you. * 
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ALLOY METAL SALES 
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HANDBOOK 
BUTANE-PROPANE vif 
GASES . 


° Up-to-date technical facts 
on LP-Gases. 

° $52 Pages. Illustrated with 
Charis. Diagrams and Pho- 
tographs. 





Cheek this partial list of contents. 


INTRODUCTION DISTRIBUTION OF LP-GAS 
The Progress of the Industry and the History Installing and Servicing LP-Gas Systems 
of its Development. Semi-Bulk Systems 
The ABC of LP-Gas, an Introduction to Bottled Gas Systems 
LP-Gas Operations. Gas Utility Service from Central Plants 
Multiple Utility Service from a Central 


lant 
PHYSICAL AND CHEMICAL acai : 
PROPERTIES N.B.F.U. Pamphlet No. 58 (1947). 
Motor Carrier Regulations 
Freight Regulations 
Unloading Tank Cars 
Marine Regulations 


PRODUCTION OF LP-GAS APPENDIX 
‘ . LP-Gas Insurance 
Natural Gasoline Plants, Recycling Plants, Handy Tables for Field Use 
Oil Refineries The Interchangeability of Other 
Fuel Gases with Natural Gases 


Properties of the Hydrocarbons in LP-Gas. 
Properties of Butane-Propane Mixtures 
Voiume Correction Factors 

Analytical Determinaticn and Testing 


TRANSPORTATION AND STORAGE Flame Weeding 
Delivery by Truck, Rail, Water, and Pipe Bibliography 
Lines Glossary of Terms 


Storage Tank & Pressure Vessel Design 


Liquid Metering and Pumping Systems TH IRD E D IT | 0 N 


UTILIZATION OF LP-GAS ORDER S$ 50 
Comparative Performance with other Fuels YOUR COPY ; . PER COPY 








Appliance Installation and Testing TODAY 

Domestic Applications 

© cial Applicati We pay postage on orders accom- 

Industrial Applications panied by check or money order. 

Enrichment, Peak Load and Standby Uses In California add 23c for sales tax. 
l A Fuel for Internal Combustion Engines Sede from SS - 


accompanied by amount of pur- 
chase unless credit has been estab- 


Published by lished. 
198 So. Alvarado Street 
BUTANE-PROPANE News tc: pecsine 4; Collie 
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HARRY R. THOMAS 


W. R. THORNE 


Stanolind Oil & Gas Co., Tulsa, 
now marketing LP-Gas to whole- 
salers and distributors from 22 plants 
located in six states, has named 
Harry R. Thomas as LP-Gas sales 
superintendent. Assisting him in the 
newly formed section will be W. R. 
Thorne as sales engineer. 

Both men will be located in Stan- 
olind’s general offices in Tulsa. 


RED CARPET! 


The entire Delta 
crowd — from the 
man behind the big 
desk in the main of- 
fice... to the man 
behind the wheel on 
the road — will be 
in Chicago to roll out that car- 
pet for YOU and the NLPGA 
Convention. Meet us in the 
“Delta Tank Booth’ — or the 
“Delta Suite” both in the Stev- 
ens Hotel 


May 7-8-9-10 


1Q) arate nnracan cnc 

















Automatic Closing System 
Developed for Safer Transfer 


A prime safeguard against pos- 
sible accident at time of liquid trans- 
fer is the new automatic closing 
system for the main discharge valve 
on LP-Gas trucks, invented by V. E. 
LaGrange. and being marketed na- 
tionally by Well Equipment Manu- 
facturing Co. of Houston. 

The safety control has been named 
“Weco-Trol” and it is designed to 
close the main discharge valve after 
2 fuel delivery by automatically 
closing that valve when the oper- 
ator disengages the power take-off. 
At the next delivery the valve auto- 
matically opens when the power take- 
off is engaged. 

By keeping the valve closed when 
transfer is not going on, the Weco- 
Trol is said to eliminate danger of 
lost gas through a faulty valve or 
damaged hose or by the driver fail- 
ing to close the main manually. 

Automatic opening and closing of 
the valve result in from 20 to 30% 
time-saving on every delivery, it is 
stated. 

Recently the Well Equipment Man- 
ufacturing Corp. sales organization 
in the southeastern and_ southern 
states have traveled by chartered bus 
to Lake Charles, La., to witness dem- 
onstrations of the new unit at the 
plant of Home Gas & Fuel Co., of 
which Mr. LaGrange is_ president. 
One unit has been in use by that 
company for two years, during which 
time it made 8111 stops to deliver 
567,775 gals. of LP-Gas. The party 
was headed by H. J. Hagn and Tracy 
T. Word, Jr., general manager and 


sales manager, respectively, for Well 
Equipment. 

This system will be on display at 
the LPGA trade show in Chicago, 
May 7-10. 
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FROM COAST to COAST 


Model delivery and service truck which 
will be given away by the Weatherhead More and More Dealers 


Co. at LPGA convention May 9. 


are making 


Helco 50-A 


Model Truck To Be Given Away REGULATORS 
By Weatherhead at LPGA Show 


Somewhere in the country there’s 


Stock Equipment 


a lucky LP-Gas retail marketer who The Helco 50-A L-P Gas Regula- 
is going to win the specially designed tor has the “OK” of hundreds of 
service and installation truck shown thousands of successful installa- 


tions behind it. One of the first 
small regulators on the market, it 
has performed satisfactorily year 


here during the LPGA convention 
and trade show at Chicago in May. 


T. V. Scott, sales manager of the after year in every climate—at 
Weatherhead Co.’s LP-Gas equipment every altitude. 
division, announces that Weatherhead Helco 50-A is a small regulator 
will give the truck away free on May (3% in. long) with large ca- 
“@ at Chicago’s Hotel Stevens. The pacity. It will handle 50 cu. ft. per 
drawing for the truck will be open hour . .. is most adaptable for 
only to retail marketers of LP-Gas. trailer or marine use. 


“Each company, regardless of size, 

will have an equal chance to win,” SPECIFICATIONS 

said Mr. Scott, “because only one per- U. L. Cap. Rating......... 50 cu. ft. 

son from each company will be elig- sree Batam eva nana Pa ag 

ible for the drawing.” Outlet Guam... in. pipe 
The truck was designed on a Ford 

F-4 chassis by an LP-Gas operator 

who has 28 years in the business. Helco Products Corp. 

According to Mr. Scott, “this truck ‘ 

is finally the answer because of its 2041 Colorado Ave., Santa Monica, Cal. 

compact arrangement for efficient 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL Co. 
(Del.) 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 











Cleveland Kansas City 
St.Paul Toronto 
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eylinder delivery and easily acces- 
sible equipment. 

“Designed specifically with the bot- 
tled gas dealers’ needs in mind, the 
truck is of the best weight and size 
for low-cost operation. Detailed in- 
formation that will help any dealer 
puild a truck with these advantages 
is available from Weatherhead upon 
request.” 


Why Winter Shortages? 
Asks LPGA Board 


THE board of directors of the Lique- 

fied Petroleum Gas Assn. met in 
Atlanta, Ga., March 19-20 for its reg- 
ular quarterly session. Forty directors 
attended. 

William H. Mix, Jr., of Martins- 
burg Gas Co., Martinsburg, W. Va., 
was elected director for West Vir- 
ginia. He filled the vacancy created 
by the resignation of Edward P. 
Connell. 

The appointment of a special com- 
mittee for study of LP-Gas supply 
was approved by the board. Luke 
Abramson, Jr., will act as chairman. 
Other members include: Peter A. An- 
derson, Walter Miller, R. T. Good- 
win, H. K. Strickler, K. W. Rugh, G. 
W. Bach, G. L. Brennan, Foster 
Mabee, J. L. Grigsby, Charles O. ° 
Russell, and W. R. Sidenfaden. 

The committee is empowered to 
make a thorough study of the recur- 
ring shortage of winter fuel supply. 
The study will include all possible 
causes for short supply and will at- 
tempt to develop solutions. 

A report of the membership com- 
mittee stated that the association 
now has 1316 members. This includes 
3805 new members recently added to 
LPGA rolls. 
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Available in 
Built for Duty 5 Sizes 
‘Appro Pe 
— all we = Easy to Sell © 
unions Easy to Install 
: Including | LP. :; 

65,000 to 200,000 oo gg Write today for 
BTU. i a | new literature 


The smart styling of Peerless Unit Heaters 
blends perfectly with modern interiors of shops 
and stores everywhere ... A complete unit — 
in one package . .. All controls ere rigidly mounted 
on the heater at the factory. For the best buy Peerless. 




















PEERLESS MANUFACTURING CORP, LOUISVILLE 10, KY 











Viking 5 and 10 gpm direct 
connected units are ideal for 
fast transfer in filling bottles, 
tractor and truck tanks. 


In addition to this illustrated 
model, see the complete line 
including larger motorized bulk 
station units, truck mounting 
styles and hand drive model. 
For com- 
plete infor- 
mation ask 
for new 


— 5 GP 
f vps a. Medel " ies 7 10 GPM 


today. 


VIKING PUMP CO. CEDAR FALLS 
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ARKANSAS 
CALIFORNIA 
KANSAS 
LOUISIANA 
OKLAHOMA 
TEXAS 


WRITE, WIRE OR TELEPHONE 


SUNRAY OIL 


O° R- PO ROA T 1 ON 
GENERAL OFFICES 
Tulsa, Oklahoma 








Mark Anton, of the Defense Advis- 
cry Committee, reported that an LP- 
Gas industry committee has been ap- 
pointed by the OPS and he expected 
a price regulation for LP-Gas would 
be issued soon. 

In line with these activities, a res- 
olution was adopted in which the 
board called upon all members of the 
industry to join with members of the 
LPGA and jointly support efforts of 
the board in its relations with vari- 
ous government agencies in order to 
make the work of the industry com- 
mittee more effective. 

The resolution requested that in- 
dustry members—companies and _ in- 
dividuals—refrain from distributing 
to the industry at large any private 
cr unofficial interpretations of gov- 
ernment orders, regulations or con- 
trols; but rather look to LPGA or 
the officials of government agencies 
involved for exact and official inter- 
pretation of orders, regulations, and 
controls affecting the industry. 


NFPA Will Hear About 
Trailer Park Hazards 


The National Fire Protection Assn.’s 
55th annual meeting will be held at 
the Hotel Statler, Detroit, May 7-11, 
and will feature reports and speeches 
by fire authorities the world over. 
More than 1200 members and guests 
from 48 states and 50 nations are 
expected to attend. 

Among the scores of subjects sched- 
uled for consideration are several of 
gpecial interest to the LP-Gas indus- 
try. During the Wednesday morning, 
May 9, session devoted to the Flam- 
mable Liquids, Gases and Hazardous 
Chemicals committee, a report by H. 
M. Robinson, Underwriters’ Labs., 
Inc., Chicago, on “Trailer Parks” will 
be heard. 

Leonard C. Lund, Fire Marshal 
Division, Insurance Dept., St. Paul, 
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ACCLAIMED? 


by L-P Dealers and Users Alikelg 
Yes, dealers and users alike are enthusiastic about 
WARM MORNING Gas Heaters because they do an 
outstanding job of heating. Specially designed burners 


with unusually deep ports insure top performance 
with all L-P Gases. 


Wanm Mornine, 


GAS HEATERS 

® Beautiful porcelain enamel lifetime cabinets. 

®@ Large radiant glass fronts of unique design. 

@ 30,000 to 70,000 BTU imput. 

®@ Designed for completely automatic operation. 
Write for FREE ILLUSTRATED CATALOG! 
LOCKE STOVE COMPANY 

Dept. F, 114 West llth St., Kansas City 6, Mo. 
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if you are not a subscriber to 


BUTANE-PROPANE NEWS 


198 S. Alvarado St., Los Angeles 4, Calif. 
SUBSCRIPTION ORDER 
Enter my subscription to BUTANE - PROPANE 
NEWS to begin with the next issue. 
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REZNOR 
woulda {crgeat selling goa unit heater 
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mounted 
on floor 





i “ ed 0 Sein ano fale 
4EATING 15 CHEAPER 
WITH REZNOR 


Reznor gas unit heaters manufacture 

' ONLY the amount of heat you NEED 

at the time. You use a minimum of fuel 

- during every season—a little for mild days 

+ ..,just enough fuel for lots of heat in the 

winter .. . and you have air circulation on 

. hot summer days. They are installed. as a 

_ single unit or in various numbers in fac- 
tories, stores, warehouses and offices. 
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REZNOR MANUFACTURING CO 
4 UNION ST. . MERCER, PENNA. 
Send me 20-page catalog in full color 
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will speak on “Farm Fire Protection,” 
and Glenn Rowell of the Fire Under- 
writers’ Inspection Bureau, Minneap- 
olis, will report on “Agricultural De- 
hydrators and Driers” as part of the 
Thursday morning session on Muni- 
cipal and Rural Fire Problems. 


Important Topics Selected 
For Texas Management 


Butane Management Institute con- 
cluded its second semester of classes 
based on management problems April 
26 with the annual banquet at Austin, 
Texas. 

The event sponsored by Texas Bu- 
tane Dealers Assn., capped a curric- 
ulum featuring six courses, arranged 
by Plasco G. Moore, acting state su- 
pervisor of distributive education of 
the Texas Education Agency. The 
classes were set up as follows: 

“How to Conduct Employe Meet- 
ings.” . 

“Record Keeping for Profit.” 

“Operating Cost Analysis.” 

“How to Train an Employe.” 

“Insurance Coverage and Liability.” 

“Laws Affecting Butane Dealers.” 

Registration for the institute was 
conducted Sunday, April 23, followed 
by The Friendly Hour, first social 
gathering of the event. Luncheons 
for enrollees, instructors and guests 
were served daily at the hotel. 

Mr. Moore reported that the in- 
stitute was one of the largest and best 
received in recent years. 


Associations 


American Petroleum Institute 


At the mid-year meeting of the 
division of refining, API, May 3, in 
Tulsa, the afternoon session will fea- 
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ture liquefied petroleum gas as a 
motor fuel. 

Speakers and their subjects include: 

Eugene S. Corner, Standard Oil 
Development Co., and E. H. Berg, 
Esso Standard Oil Co., New York, 
“The Relative Economics of LPG, 
Gasoline and Diesel Fuel in Trucks 
and Buses.” 

Howard E. Felt, Warren Petroleum 
Corp., Tulsa, “LPG Distribution.” 

R. C. Alden, director of research, 
Phillips Petroleum Co., Bartlesville, 
“LPG Availability.” 

Robert S. Lee, Twin Coach Co., 
Kent, Ohio, “Use of LPG in Intracity 
Buses.” 

Ernest Fannin, Fannin’s Gas & 
Equipment Co., Phoenix, “The Use of 
LPG as Tractor Fuel.” 


California 


Dealers attending the annual con- 
vention of the Liquid Gas Dealers 
Assn. of California in Bakersfield on 
May 11-12 will see live demonstra- 
tions of trucks, tractors, pumps, and 
other farm implements using LP-Gas 
for power, according to word from the 
office of the executive secretary, 
George W. Requa. 

The Bakersfield Inn will be the 
meeting place. Dealers have been 
asked to invite friends from allied 
trades to attend the gathering, and 
to bring their mechanics, servicemen, 
salesmen, ete. 

Association members working on 
program arrangements include J. W. 
Guffey, L. D. Wallace, Harry Horn, 
and Bill Andrews. 


LPGA District 2 
Los Angeles and San Francisco 
meetings of LPGA District 2 are 
planned in the near future, according 
to Ben Marsh, West Coast secretary. 
The Los Angeles meeting will take 
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... for SPEED 
and SAFETY... 


ACE 


AUTOMATIC HOSE REELS 


Speed your filling operation with Ace 
Hose Reels—they are automatic. Hun- 
dreds of LP-Gas dealers throughout the 
country find Ace Hose Reels give faster, 
easier operation plus increased safety. 


The electric reel illustrated is fast, easy 
to operate and economical, drawing only 
a small amount of power from truck bat- 
tery. It operates on 6 or 12 volt (class |, 
group D) explosion proof motor, will 
wind over 100' of |" hose. Ace Reels are 
available in a wide range of sizes with 
direct drive or clutch. 

Investigate today the advantages of Ace 
Explosion proof Automatic Hose Reels. 
Ace Reels are also manufactured for 
spring rewind, hand crank or hydraulic 
motor operation. 


Write or wire for catalog contain- 


ing complete information, 


» ACE HOSE REEL CO. LTD. 
5466 Alhambra Ave., Los Angeles 32, Calif. 
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YOUR 
FITTINGS 
HEADQUARTER 
IN THE 

SOUTHWEST 
A 


REGO LP GAS 
EQUIPMENT 


Rochester Criterion Gauges—Aero- 
quip Hose and Fittings—Anderson 
Flare Fittings and Copper Tubing 
Weco-Trol (automatic control) 
IC C Cylinders 
Okadee Valves 
G A EQUIPMENT 
| COMPANY, Inc. 


P. 0. BOX 566 
2620 South Ervay « DALLAS, TEXAS 















Clear 
a Plexiglas 


z WATER 
i], Manometers 
: Designed for Gas 


Service Men 

= For Pressure—Vacuum or Dif- 
at ferential Reading — Readable 
either side 

x One Piece Construction. 

ae Easily Read White Scales— 
In Ounces and Inches. 

Almost Indestructible. 
Nothing to Get Out of Order. 
Instant Adjustable Scale. 
No Breakage due to freezing 
*t 0° Fahrenheit. ° 

! No Parallax Error. 




















SPECIFICATIONS 
Cat. No. Scale in In. Water 
List Price 

T104 4-0-4 5.50 

TI06 6-0-6 6.50 

T108 8-0-8 7.50 

T1010 10-0-10 8.50 

















+} PLASTIC ENGINEERING 

CO. of TULSA, OKLA. 

3128 East Admiral Place 
Phone 9-5401 
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place Friday, June 1, at the audi- 
torium of the Southern California 
Gas Co. It is planned to have How- 
ard D. White, executive vice presi- 
dent .of the association, now stationed 
in Washington, speak at the meeting. 
Reports of the national committee 
will also be presented. 

The San Francisco meeting, Fri- 
day, July 13, will take place at the 
Western Merchandise Mart. The date 
will just precede the July 16-20 dates 
of the annual summer market exposi- 
tion where all the latest appliances 
will be displayed. Program arrange- 
ments will be announced shortly. 


Minnesota 


The April 16-17 meeting of the 
Minnesota Petroleum Gas Assn. was 
cancelled, according to John L. Locke, 
vice president, due to the fact that 
the legislature was still in session 
and an unexpected mix-up in dates. 

Future dates of the meeting will 
be announced soon. 


Mississippi 

With over 250 
industry mem- 
bers in attend- 
ance, the Missis- 
sippi LP-Gas 
Dealers Assn. 
held its annual 
convention at the 
Edgewater Gulf 
hotel in Biloxi on 
April 1-3. Presi- 
dent Lewis Grae- 
ber, Jr., of Marks, 
presided. 

An outstanding 
program was presented, featuring 
such speakers as K. W. Rugh, Phil- 
lips Petroleum Co.; Charles Corken, 
Corken’s, Inc., Oklahoma City; For- 
est Hall, Chambers Corp., Dallas; 
Vernon Beals, Beals Advertising Co., 





Lewis Graeber, Jr. 
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HEMISPHERICAL HEADS / 


FOR STORAGE TANKS AND UNFIRED PRESSURE VESSELS | 


API-ASME. CODE 


One Piece Type in 16"- 28"'' Outside Diameter 
37'"'- 38"'- 40!/."- 48" Inside Diameter 


Segmental Type in 57!/,""- 601/." 
76!/,""- 126" Inside Diameter 


Write for our Tank Head Catalog 


THE COMMERCIAL SHEARING & STAMPING CO. 


P. O. Box 719 Youngstown, Ohio 



















posITIVE GRIF 


GENTLE 0” the " 
INTERNATIONAL 


SUPER-GRI 


BLE COUPLINGS 











yet so 
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@ Big flat grips exert pressure Ovér'la éas: of the hose. An 
effective seal between hose and coupling is obtained without 
pinching. Weakening the hose at the coupling is avoided; wicking retarded 
and long hose life assured. 
Easy to assemble, no special tools are required. Simply tightening the 
coupling contracts the flat spiral grip. On every test, high pressure LPG 
hose burst before the coupling showed signs of leakage. 
For safety; assurance against leakage, and low cost maintenance, specify 
Super-Grip couplings. Write for catalog and prices. 


The INTERNATIONAL METAL HOSE CO. CLEVELAND 3, OHIO 
A Division of The Gabriel Co. 
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DEALERS 


and 
JOBBERS 
WANTED 
FOR AMERICA’S 
FASTEST SELLING 
STOCK TANK HEATERS 


VISIT BOOTH 
NO. 50 
LPGA SHOW 

Chicago, May 7-10 


SIEBRING 


Manufacturing Co. 
George, lowa 


Pat. Appl. for 
No. 179,204 





See “74a LP GAS-FIRED 


AUTOMATIC 
INCINOR 


The truly modern 
Bie home incinerator 


Burns wet or dry gar- 
bage, wrappings and 
all combustible refuse 
¢ Rids basement of 
dampness and chill °¢ 
Needed in ALL MOD- 
ERN HOMES. 


TURNS GAS ON WHEN CLOCK IS SET — 
OFF AUTOMATICALLY 





BOOTH NO. 58 
LPGA Exhibit at the Stevens Hotel, 
Chicago, May 7-8-9-10 











Incineration Division 
Cairo, Illinois 





BOWSER, INC. 








Oklahoma City; John H. Allen, di- 
rector of the liquefied compressed 
gas division of the state of Missis- 
sippi; and Jeff Williams, Chickasha, 
Okla. 


New England District 


The Hotel Bradford, Boston, was © 
the scene of the annual meeting of 
the Liquefied Petroleum Gas. Assn. © 


of New England on April 10, ac- 
cording to Louis S. Davis, district 
secretary. 

Frank B. Mehaffey, of Suburban 
Gas Corp., Hyannis, Mass., was elect- 
ed president of the group. He was 
treasurer last year. 

In addition to election of officers, 
the program featured a discussion on 
the “Washington Outlook” by How- 
ard D. White, LPGA’s Washington 
representative. A panel discussion of 
various industry problems was pre- 
sided over by Bob Sahagen, as mod- 
erator, and H. Emerson Thomas, Lou 
Wenzel, Walter Hoagland, and George 
Kelley as members of the group. 
The panel answered questions on 
sales, service, safety, installation, 
equipment, and appliances submitted 
earlier by dealers. 

Presiding at the meeting was 
Plumer E. Pope, president of the 
group. The social part of the meet- 
ing included a cocktail hour and a 
banquet. 


San Joaquin Valley (California) 


Members of the California Lique- 
fied Petroleum Gas Assn., of the San 
Joaquin Valley, will meet May 8 at 
the Hotel Fresno, Fresno, Calif., for 
an afternoon demonstration of the 
liquid and vapor types of carburetion. 
The demonstration will be followed 
by dinner and an evening meeting. 

George Hayes is president of the 
group; Bob Blair is secretary. 
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